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YOUR CUSTOMERS WILL BE ASKING ABOUT THIS 


ALMOST INVISIBLE GLASS WITHOUT GLARE 
NON-REFLECTIVE UNDER FLUORESCENT-INCANDESCENT OR NATURAL SUN LIGHT 


NEW 


TRU-SITE 


tel. BiciW V4: 


Glass Tops 


for Executive Furniture 








©. THERE IS A PROFITABLE ARRANGEMENT 
ON TRU-SITE 
WITH YOUR LOCAL GLASS DEALER 
WRITE FOR DETAILS 


2: ee ee ae, | GLAssS COMPANY 
6600 S. Harlem Avenue, Bedford Park . P.O. Argo, Illinois 
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ACE STAPLES 


ACE CLIPPER NO. 702 


ACE SCOUT NO. 202 


See complete ACE line at 
Eastern Commercial Station- 
ers’ Show, New York Trade 
Bidg., Oct. 26-29 — Booth 
No. 39. 





ACE STANDARD NO. 102 


























ACE PILOT NO. 402 


ACELINER NO. 502 


Each time over the territory, instruct your 
salesmen to carry different models of ACE 
Stapling Equipment. Let buyers SEE and 
FEEL and USE these rugged star per- 
formers. Most salesmen find this sequence 
works best: 


First trip . . ACELINER; ACE STAPLE RE- 
MOVER; ACELINER STAPLES 


Second trip.. ACE PILOT; ACE STAPLE 
REMOVER; PILOT STAPLES 


Third trip .. ACE CLIPPER; ACE SCOUT; 
ACE STAPLE REMOVER; ACE CLIPPER 
STAPLES. (This trip, concentrate upon 
Florists, Dry Cleaners, Grocers, and 
other stores. Sell the Clipper Stapling 
Pliers for wrapping and bagging and the 
Scout for office use.) 


Long experience with thousands of highly 
successful dealers proves that THIS is the 
ONE best way to sell more Stapling Equip- 
ment with greater profit for yourself and 
greater satisfaction for your customers. 


SOLD THROUGH DEALERS EXCLUSIVELY 


“ae 





MACE FASTENER CORPORATION + 3415 NORTH ASHLAND AVENUE + CHICAGO 13 


INCANADA: CANADIAN STAPLES LTD.. 5705 UPPER LACHINE ROAD, MONTREAL 28 @ 258 WALLACE AVE., TORONTO 
page - + = for more details circle 169 on last page 












TA NEW MULTIPLE-LINE MACHIN; 
FOr 


Only 21: vay: 









Now you CAN REN 


Quick-Service imprinting steps up sales of 
Christmas Cards and extends your peak selling 
season right up to Christmas! 






























With a Kingsley machine you can say good-bye to 
costly parcel post and delivery expense, 
“out-of-stock” notices and disappointed customers, 
and...you'll sell more gift items all year ‘round 
with “Quick-Service” monogramming! 







Irs easy to offer this service in your own 
store, now that you can rent a new Kingsley 


multiple-line machine for only 21c a day. 
ay ? 


, é 


Just mail the coupon below : a. | 


and we'll send you complete details 9 ‘7 | ‘a. 
and “Ideas for Monogrammed Ze (‘au a ag 
Sales Promotions.” S ae i 





: - - t 
Kingsley Stamping Machine Co., Dept. T-117 +. 
850 Cahuenga Bivd., Hollywood 38, Calif. ‘ 


Please send me complete details: Y 





Store Name 





Address 


City | ae 
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DEAR 
READER 


Organization is one of the im- 
portant ingredients in any successful 
enterprise. Nowhere do organiza- 
tional efforts mean more to final per- 
formance than they do at the annual 
convention and exhibit of the Na- 
tional Stationery and Office Equip- 
ment Association, 

Certainly, NSOEA has done it 
again. More than 13,000 people 
were in Chicago for this single show. 
And with 415 exhibits to be viewed, 
every nook and cranny of exhibition 
area at the Conrad Hilton Hotel was 
filled. 

After two days devoted solely to 
visiting the exhibits, delegates in at- 
tendance moved into the various 
meeting rooms to hear an impressive 
array of speakers discuss subjects of 
gencral business interest as well as 
specific topics like automation, pric- 
ing and the Robinson-Patman Act. 
A review of the complete convention 
begins on page 24. 

The convention can definitely be 
termed a success. But its true value 
to you as individual dealer will be 
shown during this next year. How 
will you apply the ideas you picked 
up from the meetings and from your 
counterparts in other communities? 
And what of the new items and 
lines that caught your eye? Only 
if you are prepared to follow 
through on your initial investment 
will you make the trip really profit- 
able. 

In this same vein of thought, per- 
haps right now is a good time to 
sit back and really analyze your own 
business and prospects. “What's A- 
head For Your Company,” by Dr. 
Lapp on page 32, provides a plan 
of action by which you can objective- 
ly view and plan for future selling 
problems. 
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GRE E ) N G 
CARDS 
trom Nore ross 


A complete package unit... 
ready to work for you 
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Offer shoppers this new selection of Nor- 
cross cards—with an exclusive Norcross 
message for almost every religious oc- 


casion. Forty-nine new cards... to add 
new completeness to your /ine. 


New Confirmation cards 
are included—for the many 
friends and relatives who 
wish to express their senti- 
ments on this occasion. 





Just the right words for a friend or relative 
recently ordained are in Norcross’ special 
Ordination cards. Special messages to suit 
the personal needs of every shopper. 


The unit comes complete; ready to sell: 


49 Samples mounted on the standard 
mount in cello envelope. 


49 Stock Control tickets to assure profit- 

able, prompt reorder. 

49 Ticket holders and file guides; and all 

set up in a self-contained file box that will 

fit right into your present card fixture. 
Identify your store as Norcross headquarters. 
That’s where women love to shop because. . . 
there’s always something new from Norcross! 


ONoRcRosS, INC, 








For example, there is a fine 
variety of Bar-Mitzvah 
cards with appropriate 
messages that will surely 
satisfy your customers. 


Wide selection determines where women buy 
(according to the recent Norcross greeting 
card survey). And the new First Communion 
cards by Norcross are another example of 
the variety now offered. 


Other, more general cards 
are included with warm, 
personal thoughts for many 
happy occasions. They’re 
an added attraction for 
your customers—a sales 
advantage for you. 





NORCROSS 


GREETING CARDS 


244 Madison Avenue, New York 16,N.Y. 
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Products Engineering and Manu- 
facturing Corp. has introduced a 
multi-purpose heating pad recom- 
mended for use in home, workshop 
and office. 

The pad is made of durable 
vinyl plastic, completely flexible, 
and the manufacturer states that 
the user may stand on it, sit on it 
or wrap it around any part of the 
body for specific application. The pad operates on 110 volt 
A. C. and is available in two models and three colors. One 
model sells for $12.95; the other for $14.95. 





Gift Wrap Merchandiser 


The Kaycrest “Christmas Carousel” 
has been redesigned for 1957. 

The year-around merchandiser is 
made of heavy-duty metal and is fin- 
ished in gleaming gold to provide 
sales sparkle. It is filled with a varied 
selection of Kaycrest gift wrapping 
papers, foils, ribbon-ties and string 
tags—all pre-priced. The merchan- 
diser occupies 17 by 17 inches of 
counter space and the total retail value 
of the contents is $107.82. 





Menu Planning Notes 3 

Menu making has entered a brand new field with the in- 
troduction of a new line of “handi-notes’ from Rust Craft 
Greeting Card Co. 

“Casserole Notes” provide the busy housewife with con- 
venient note paper which doubles as a practical meal planner. 
A variety of kitchen-tested recipes are printed on a gray 
“kitchen garden” design on a simulated wood-grained back- 
ground. The notes are packaged 20 to a box, and there are 10 
different casserole recipes on the garden motif. Space is pro- 
vided on the inside pages for writing notes. 


New Stationery 4 
Wesley and Winter of New 
Jersey has introduced its new 
“Armor” line of stationery. 
The Armor line has a newly 
designed trade mark and bind- 
ings which were developed to 
attract attention in displays. A 
color combination of red and 
black was chosen to make the 
stationery items especially eye-catching. In addition to the im- 
pact of color and design the stationery features Spencerian 
scroll work, crown emblem, script lettering and white etched 
lines which help to affect a look of distinction and dignity. 





Chalkboard Greeting Cards 5 

A unique group of combination gift-greeting cards for 
youngsters is now available. 

The decorations are in bright, water soluble colors on 
permanent chalkboard enamel backgrounds of green or black. 
The decorations can be washed away with soap and water 
leaving a quality toy chalkboard. They are available with 
birthday, convalescent, travelers and Christmas greetings. 


8 









Two new compact gift wrap 
display units designed for any 
type of counter or shelf place. 
ment have been announced by 
Minnesota Mining and Manu- 
facturing Co. 

Both of the units contain 
assortments of Sasheen brand 
gift wraps and ribbons, Dec. 
orette brand ribbons and Scotch brand cellophane tape. One 
unit contains gift wrap materials for everyday use, and the 
other is packed with ribbon colors and wrap designs for Christ 
mas and includes an assortment of tags and seals. The Deals, 
100 and 200, are packaged in Sasheen black and gold display 
cartons which have permanent dividers to keep merchandise 
neatly in place. 


Plastic Moistening Bottle 7 

A new Squeez-Bottle Moistener is 
offered by Sterling Plastics Co. which 
claims it is a solution to the fuss and 
mess created by makeshift moistening 
methods. 

The transparent, flexible plastic con- 
tainer, capped with a sponge, is re- 
ported to be leak-proof and is de- 
signed for use in offices, shipping and 
mailing departments, homes and class 
rooms for moistening envelopes, 
stamps, labels and other sealing ap- 
plications. The applicator retails at 29 
cents. 





Bottom Stapler 8 

The Container Stapling Corp. has 
announced its latest model in air op- 
erated bottom staplers. 

The manufacturer claims that its 
Model BSA-Jumbo can set-up any style 
carton in a few seconds using larg 
industrial size staples. In addition to 
setting-up regular and end-slotted con- 
tainers, as well as overlap cartons, 
when the arm is attached, the machine 

.can erect telescope boxes, staple jiffy 
bags and multi-wall bags, set-up flat pieces of interior pack- 
aging, or staple flat pieces of board together, according to the 
manufacturer. The machine can be purchased as a combination 
of post and arm or with post only or arm only. 





Records System 9 


Remington Rand is celebrating the 
golden anniversary of Kardex by _ in- 
troducing its new Kardex Aristocrat re- 
cord-keeping system model. 

The model will be featured in a 
$100,000 national advertising campaign 
to be kicked off during the first week of 
September. The new Aristocrat will be 
found in the windows of 200 branch and 
district offices during the National 
Window Display. 
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THE LEADER IN THE MARKET 


é. the ORIGINAL Bridge Bidding Cover 


BRIDGEASY 


A legible, washable, plastic bridge 
table cover in a handsome new box 
for Fall and Winter Sales. 
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Package contains latest booklet by 
Robert Lee Johnson, America’s 
leading teacher of both Goren and 
Culbertson, giving his simplified 
interpretation of their Point and 
Honor Count bidding systems. 


Four years of steadily increasing 
sales prove BridgEasy is a staple 
bridge item, not a novelty. Priced 
$4.95 in all stores. 





8 
p. has 


ic a BRIDGEASY helps beginner and expert alike to quickly transpose Honor Count to Point 
Count—and vice versa—in evaluating their hands for correct bidding. 


rat its 
ry style 
‘on BRIDGEASY gives instant reference to complete bidding information on the Point Count 
dom 1 and Honor Count systems. 
nachine 
a BRIDGEASY takes the effort out of bridge for the beginner, and gives the expert player 


- to the * ° ° 
nella confidence in his novice partner. Every one of America’s 32,000,000 bridge players is a pros- 


pect for BridgEasy —and now college youth and the new marrieds are taking up bridge by 
the tens of thousands! 


BRIDGEASY’s smart new package is a new idea for party, hostess and Christmas gifts. 


Manufactured by: National Distributor: 
MODERN LIVING, INC. E. ERRETT SMITH, INC. 
6331 Hollywood Boulevard Empire State Building, New York 1, N. Y. 
Hollywood 28, Calif. 32 E. Union St., Pasadena, Calif. 
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we thank you because you’re right— 


the experts were wrong "4 
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Except Porker, Cross and Esterbrook 


Fits 
Paper Mate Sheaffer 
Scripto Wearever 
Eversharp Waterman 
and 168 others 


This FISHER REFILL is LUCKY because 
quolity, sincerity and integrity have 
made if a success. | believe it will be 
LUCKY for YOU. If by chance, YOU 
are not satisfied in EVERY way— return 
it direct to me and | will refund your 

full cost. YOU are the judge. 
Fak © Fash 


FISHER PEN COMPANY 
Forest Park, Ill. and Sherman Oaks, Cal. 














was . .we humbly 


say “Thank You!” 


Dub ool fick 


FISHER PEN COMPANY 


FOREST PARK, ILLINOIS 
SHERMAN OAKS, CALIF. 
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n...@ letterfrom Washington...ri 


MODERN STATIONER AND 
OFFICE EQUIPMENT DEALER 
Washington, D. C. 
October 15, 1957 


The latest review of the fiscal 1958 federal budget makes it apparent 
that any tax cut that may be voted by Congress in the next session will 
be based on politics and not on the financial situation. 





Budget Director Percival Brundage told the press that for the 1958 
fiscal year, which ends June 30, 1958, the surplus of federal receipts 
over federal spending is now estimated at $1.5 billion. This is a decrease 
of $300 million in the estimate made by the administration in the budget 
submitted to Congress in January. 


The decrease of $300 million in the anticipated surplus resulted 
from a decrease of $100 million in what the treasury expects to collect 
and an increase of $200 million in what is to be spent. Total expenditures 
for the year are now estimated at $72 billion, while collections are 
estimated at $73.5 billion. 


Thus it appears that despite all of the talk about the economy wave 
in Congress, nothing was accomplished, 


Even the modest $1.5 billion forecast for this fiscal year could 
easily vanish, The administration has put a ceiling of $38 billion on 
defense spending for the year. But for the first two months of fiscal 
1958--July and August--defense spending was at an annual rate of $0 
billion, despite military cutbacks. The achievements of the Soviets in 
firing an intercontinental ballistics missile and launching the satellite 
will make it much more difficult to hold down defense expenditures. 


A slight downturn in business for the year, plus the continuation of 
high military spending and the $1.5 billion surplus could turn into red 
ink figures. 


Despite the stock market declines and the growing pessimism of some 
business leaders over the economic outlook, the Office of Business Economics 
of the Commerce Department still rates the national economy high. 








"The rise in consumer spending which has accompanied the advance in 
personal income has been the major influence in the continued uptrend in 
the value of the total national output in recent months," OBE said in its 
latest monthly report on the business situation, 


Consumer demand for nondurables and services has been rising to 
new heights monthly and has boosted activity in the retail trade 
accordingly, OBE says. Retail sales in July and August were higher 








than earlier in the year and "well above the corresponding period a 
year ago," according to the agency. 


Price advances have accounted for about half of the gains, but 
OBE says that the other half of the increased retail trade represents 
an increase in the volume of sales. 


Danger spots in the economy are relatively easy to spot. Tight 
money is holding back home construction and expansion of industrial 
capacity. Efforts by the government to cut spending show up in defense 
contract cutbacks which threaten to close plants and cancel orders for 
materials. Corporate profits have been leveling off. 





The administration is back on the tight-rope between the continuing 
inflation and the threat of recession as it was a year ago. That's what 
was behind the recent creation of a top-level government committee to 
advise the President on economic affairs. 


The Commerce Department is engaged in a study of the squeeze on 
retail margins. Results obtained will be used to point out soft spots, 
answer queries of businessmen and members of Congress and to advise other 
agencies of Government what specific loan, tax or credit policies might 
be used to alleviate growing distress. 





The Federal Trade Commission decision that trading stamp plans do 
not violate any laws does not represent a full green light for the plans, 
The ruling was that trading stamps, in themselves, do not represent 
unfair trade practices. The commission reserved the right to issue 
cease-and-desist orders against any plans it finds violating statutes 
on exclusive dealing, price discrimination and the like. Any action 
that might be taken in the future would be directed against trading 
stamp firms, not retailers using them. 








The Internal Revenue Service is now mailing a booklet to employers, 
"Employers! Tax Information Forms," which contains a supply of the 
several forms needed to comply with the law on income tax withholding 
and social security taxes. The booklet is lightly glued and perforated 
so that the forms may be easily separated for use, 








Included are six copies of the W-2s, statements of taxes withheld 
for 1957 to be filled out and furnished employees, and six W-ls to 
be used by employees for claiming exemptions. Also in the booklet are 
order blanks for additional copies of forms, 


The President's Small Business Conference held in Washington.in late 
September was something less than an unqualified success. Many of the 
small businessmen attending complained about the failure of the conference 
to go into the two matters about which they were most concerned--taxes and 
credit. The two problems were specifically excluded from the conference 
agenda. An official presiding over distribution sessions noted that studies 
have shown that small business executives devote 95 percent of their : 
attention to taxes, interest rates and labor, while ignoring market researches 














TEEN-AGERS 


One teen-age fad that never changes is the enthusiastic collect- 
ing of snapshots, scraps and various kinds of memorabilia and 
storing them for posterity in a favorite Gibson album. The 
newest Gibson hit for girls is"Pictures, Scraps ’N Treasures,’ 
attractively styled in a humorous modern vein. The colorfully 
illustrated pages are designed to record personal facts and fig- 
ures, dates to remember, a variety of data concerning girl- 
friends and boy-friends, clubs and societies, sports, fashions, 
school and social activities, and many more. Also included are 
gray mounting pages for scraps, photos and other mementos. 
Fly leaves are designed for autographs, Post bound for re- 
arrangement or addition of pages, and hard bound in white 
with silver and red stamped design, or dark blue with silver 
and pink stamping. 914 x 1034 inches. 
No. S587 — to list at $3.50 each. 


A FEW SELECTIONS FROM GIBSONS MANY TEEN-AGE ALBUMS... 
(All at $1.50 list) 


H15 H14 
“My Him Book’’ “Friends Forever” “I Have A Secret’’ 


FINE ALBUMS SINCE 1872 


CR Cleon AND COMPANY 


PUBLISHERS e NORWALK, CONNECTICUT 
New York Showroom: 225 Fifth Avenue 
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Home Management System 10 


The Home Manager, introduced 
by American Recordata Institute 
Inc., is designed to provide one 
central place for all important 
papers, receipts, documents, re- 
cords of expenses and the like. 

In addition, the Home Manager 
includes a system for keeping 
track of daily and monthly ex- 

penses and a permanent record 
book that lists household inventory, the location of important 
papers and valuables, investment records, insurance records, 
family birth records and other important records that every 
householder should keep. 





Message Banks 11 

A new line of all metal bank vaults 
featuring combination locks and col- 
orful labels for special saving funds 
are available from Bellevue Manufac- 
turing Co. 

The banks are made of heavy gauge 
steel and measure 5 inches in diameter 
and are 5!/ inches high. They are 
available in seven label and color 
combinations. Savings labels include 


“For My Mink’, “My Vacation 
Fund”, “Plant Pocket Change Here 
and Grow Rich”, “Christmas Cash’, “Yours & Mine’ and sev- 


eral others. Suggested retail price is $2.49 each. 








Display Containers 12 

Self-service display containers 
for the M-1 and M-2 Dial-A-Phrase 
Daters are offered as s‘andard 
packaging by the Douglas Homs 
Co. 

The new multi-colored die cyt 
display boxes contain one dozen 
each of the two different types of 
stamps. The M-1 sells for $1.95, 
and the M-2 lists at $2.25. 


Note Sampler 13 


Economy and variety—two top sell- 
ing appeals—have been combined by 
Eaton Paper Corp. in its new Note 
Sampler which contains 20 pictorial 
notes and 20 envelopes. 

The items are pre-priced and the 
20 cents saving displayed on a remov- 
able corner card. One box contains 
five scenes, the second offers five 
florals. Each unit has five assorted 
designs and retails at 98 cents 





Imported Napkins 14 

Fred Baumgarten is now importing another line of paper 
napkins which feature hemstitch designs with and without 
printed design decorations. 

The white unprinted napkins are made of Swedish crepe 
paper and are available in luncheon and cocktail size, in bulk, 
and also in cello-wraps and gift boxes. The napkins originate 
from Germany. 
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colors you can erase ! 


Now — for the first time — here is a thin-lead colored 


pencil that erases cleanly, easily, completely! 


Color-lex 


with new AR-2, General’s 
remarkable lead discovery! 





Two superb grades of Carmine and Blue 
Medium and Hard Tipped and Untipped 


ONLY PENCIL OF ITS KIND 
WITH THESE SELLING FEATURES: 


% Erases as easily as a black lead pencil. The color 

comes off — not shreds of paper! No ghosts! 
* Fade-proof — made with light-fast pigments! i 
* Entirely smear-proof! // 


* Fortified point strength — due to General's / 
“Carbo-Weld” bonding process. 


* Perfect tool for accountants and office 
workers now handicapped by hard-to-erase 
colored pencils! 


UWtahere. off Fiera © Faucike wwce (EFF 


heneral Pencil Company 


JERSEY CITY 6, N.J. 


pom cscs ccsssce 


in thin-lead Colered Pencils... 


"| 
] 
' 
a 













Fill in and mail this coupon 
today for samples and details 
on our exclusive dealer plan. 


a 


GENERAL PENCIL CO., Jersey City 6, N. J. 


(1 Send me samples of Color-Tex with new AR-2. 





( At no obligation to me, send full details on your 
Decler Sales Plan for Semi-Hex and Color-Tex 
Colored Pencils. 
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BARRIER Tape Recorder tae ae | 5 FE : 

North American Philips has ap. 
WITH BATES est 
“OPERATION 


track, portable tape record¢ bearing 

























the Norelco trademark. 

The Continental was designed by 
Philips of the Netherlands and jg 
claimed to be the most advanced self. 
contained, single-case, portable tape 
recording and playback system ever 
offered to recordists, high-fidelity ep. 
thusiasts and music lovers. The Cop. 
tinental features three speeds and 





Here’s your chance for bigger piano-key pushbutton controls. 
List Finder sales — and profits 
— this fall! Tie-in with Bates | Crayon Caddy 16 


. . . Eight regular size crayons can be de- 
sensational national advertis- etal ome at. tiene, ek dee cee 


ing and local merchandising Crayon Caddy available from Coby’s. 
The Crayon Caddy is easy for young- 





campaign. sters to operate. The rotating, bright 
red styrene top delivers the crayons 
which are stored in the caddy. The caddy 
TO HELP YOU: of solid wood, finished in clear glossy 
lacquer, 2 inches in diameter and 41/ 
@ The greatest concentration of inches high—sells for $1. 
advertising ever for List Finders! 
® Dramatic, full-color advertise- Custom-Fitted Desks V7 


ments in national media...in 
September, October, November, 
December . . . opening up the vast, 
new, untouched home market for 
List Finders! 


The Domore Chair Co. has an 
nounced the addition of custom-fitted 
desks and related furniture items to 
the Do/More chair line. 





are custom-fitted to the height and 














Window Cards 


Known as the 5800 series, the desks : - 
* * + * 
° Bates quality tine -+ +6 models, needs of each individual by virtue of Pee 
33 distinctive finishes . . . — interchangeable leg sections. The com- Pec 
tively priced from $1.95 to $7.50! bination of posture principles is a Pes, 
chieved in both desk and chair. The 
Illustrated — Pencilist $1.95 series is complete from desks to cre | Seg 
denzas, wall cabinets, tables, benches }° 
and L-units. le 
Parcel Post Scale ime. 
Detecto Scales Inc. has added the i. « 
4C6 model to its line of mail and be 
parcel post scales. 
The company says that the fan- "8 
PLUS... shaped dial makes reading easier. The ° 
scale has widely-spaced computation 
FREE TIE-IN boxes and legible, easy-to-read fig- . 
MATERIAL! ures. There is a figure for every Es 
ounce, and alternate sections are tin- " 
ted for first class mail and air 
* Counter and mail. It also computes second class = 
£ 





and third class mail and parcel post 
ackages weighing up to four pounds. 
¢ Newspaper Mats ’ initia , 


* Envelope Stuffers Record Christmas Card 19 


A Christmas Card which features 
an original recording by the holiday 
crooner, Kris Kringle, is available 
from Hampton Greeting Card Co. 


¢ Counter Display 





For your share, 
ask your Bates 





; th The record is a 78 rpm to play on 
salesman or write e record players set at manual and & 'e 
for full details. BATES offered with card No. 1563. ber ad 
: - = name is imprinted on the recor 
manufacturing co. —s : folder and the greeting is contained 
Orange, New Jersey = in the record. Mailing envelopes are 


New York Office, 30 Vesey St., N.Y.7 included with each order. 





Quality numbering machines, staplers, list finders for office and home 
- + = for more details circle 109 on last page 16 MODERN STATIONER, NOVEMBER, 1957 
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New lineup wins every time! 


Now, long respected M&V carbons, inked 
ribbons, and supplies, as well as Burroughs 
sought-after adding machines and cash 
registers, are both available from the same 
dealer representatives! 

Even if you’re in a position to carry only 
one of these fine lines, you can still take 
advantage of the terrific sales support this 
new combination offers. 

For you this means hard-hitting support 
in either or both profit-proved lines. 
You'll be backed by intensified direct- 
mail, point-of-sale, and national and trade 
advertising. And, merchandising help is 
yours from specially trained representatives. 
Ask the man who calls on you. He may 


= ad 
” * 
bad es 


previously have offered M&V products, or 
Burroughs adding machines and cash reg- 
isters. He can now explain all the advan- 
tages you'll receive from this new pairing. 
Add M&V products or Burroughs adding 
machines and cash registers, or both to 
the lines you offer your customers. These 
are respected and aggressively promoted 
products distributed by Burroughs Division, 
Dealer Sales Department, Burroughs 
Corporation, Detroit 32, Michigan. 
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RETAILS FOR 





IT FITS ALL TYPES OF BUSINESSES! 


Dome is your best money maker because: 
* You make the same giant profit on each 
sale . . . original and repeat . . . you sell a 
complete book each time . . . NO REFILLS. 


* Reduces your inventory investment. 


* Takes less than a foot of counter space... 
dynamically packaged in a compact se/f-selling 


display unit. 


* Helps you sell through cooperative advertis- 
ing and FREE dealer aids, advertising mats and 
point of purchase displays. 


¢ It has a big consumer demand. 


§ 


Shortcut 
PAYROLL BOOK 
‘care | 


DOME SHORT-CUT 
PAYROLL BOOK 


RETAILS FOR $300 


ORDER THROUGH 
YOUR WHOLESALER 
































By Popular Demand. . . 
Now Ready!!! 





j 


IMPROVED 
PAYROLL BOOK 


For the Employer of 25 or less. 
Has new and Exclusive features. 












DOME PUBLISHING CO., INC. 


THE DOME BUILDING, 357-361 CANAL ST. * PROVIDENCE 3, R. 1. 


RETAILS FOR $9.50 


- = = for more details circle 124 on last page 











NEW PRODUCTS ......5.... 


Wrapping Tissues 20 

Ben-Mont Papers, Inc., 1957 line 
includes a full selection of new 
designs and colors in Fourdrinier 
wrapping tissues. 

Staple white and colored tis. 
sues are available in 10 cent and 
25 cent folds. They are pre-priced 
and banded for colorful counter 
display. The Number 487 Regency 
comes in folds of 20 by 30 inches and is pre-priced at 25 cents, 
The 480 Stardust Glitter tissue features glittering gold or 
multi-colored sequins on pure white tissue, banded and priced 
at 25 cents. 


Electric Typewriter 

A new electric typewriter that 
proportionally spaces each letter of 
the alphabet according to its width 
has been announced by Remington 
Rand. 

The Remington Statesman fea- 
tures a position locator and re- 
peating backspacer to make back- 
spacing to correct errors a simple 
operation. It also has a varying 
space increments and dual space bar which allows the typist 
to justify right hand margins without leaving noticeable blank 
spaces throughout the copy. The Statesman is available in 
seven colors and a choice of eight newly-created type styles. 


Cutter And Perforator 22 

The Harvey Division of Lansdale Pro- 
ducts Corp. has available a new model 
Harvey Safety Cutter and Perforator. 

The new model features a streamlined 
housing and improved blade suspension 
which allows for effortless operation. 
A specially designed hinge suspension 
and a groove on the lower side of the 
rail arm help to assure straight align- 
ment when the rail is depressed, hold- 
ing materials to be cut. The Harvey of- 
fers a choice of straight or bevel, full 
length or limited length and inside or 
outside cuts. 








Swing-Arm Lamps 

Swing-O-Lite Inc. has in- 
troduced its new Robot Flu- 
orescent Swing-Arm Lamps. 

The lamps feature coun- 
ter-balanced action, 360 de- 
gree operation by use of 
swivels, constant focus, in- 
stant adjustment, inter- 
changeable parts and hard 
baked enamel finish in a 
choice of colors. An additional feature is a convenience out- 
let to which additional circuits for other appliances can bs 
attached. 


Sorting Tray 24 

rr: is The number 90 steel Sorting Tray 
designed for gathering incoming 
checks into alphabetical order or for 
payroll distribution through plant or 
office is available from Hedges Manu- 
facturing Co. 

The manufacturer states that the 
Number 90 finds further use as a convenient storage of checks 
before they are deposited in the bank. 
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21 No. 21 “Deluxe” Artists’ Oil Color Outfit xX cs ; 
A large 12” x 16” deluxe wood sketch box with mahogany- profit- making 
grained, mar-resistant finish. Space in lid for canvas panels. x 
Fully outfitted with 12 professionally-selected studio (1”x 4”) . 
tubes of Craftint-Devoe Artists’ Oil Colors, large pound-size oK4 Christmas! 
tube Titanium White, 2'/2-ounce bottles of linseed oil and 
turpentine, canvas panel, palette cups, palette knife, palette, 
assortment of good brushes and instruction book. $25.95 KK 
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mined x No. 23 "Practical” Oil Color Outfit 
— An excellent painting set in attractive 9”x 12” lacquer- 
ration. x finish wood box. Fitted with professional selection of 
>ension nine studio (1”x 4”) Craftint-Devoe Artists’ Oil Colors, 
of the x 2%2-ounce bottles of linseed oil and turpentine, pal- 
align- ette, palette cup, palette knife, assortment of good 
, hold- x brushes and instruction book. $12.25 
vey of- or Q\ 
el, full 
ide or | WWW WWW HK KK KK KKK KKKKKKKKKHK 
23 No.9 "*Beginners” % 
Oil Painting Outfit 2% = Stock the BIG line.....the BEST line! 
An excellent gift set for 
th hyte oil painter. . 
le grail K Now’s the time to order complete 
ly 44%2"x 8", fitted with 
12 tubes (2x 2”) Craf- K Oil Color and Water Color Outfits by 
tint-Devoe Artists’ Oil 
Colors, bottles of pale =<  Craftint-Devoe. They’re proven hits for 
drying oil and turpen- 
tine, brush d in- . : 
ound ostomy - pte K Holiday selling. Perfect for the pro- 
ce out- aK 4 ; : 
can be di fessional or amateur artist.....they 
No. 201 ‘Water 
Color” Outfit « sell eseeee sell eeeee SELL! 
24 Metal box, 42”x9”. The aK 4 
g Tray inside of cover contains 
coming mixing slants and wells, K4 -) 
or for and is finished in baked, Cc + + 
hite enamel. Thumb- 
t or 2 THE ra in MFG. CO, 
pode ring on bottom of box x 
facilitates its use asa _ NEW YORK + CLEVELAND + CHICAGO 
h palette. Fitted with 12 +x 
. a tubes ('/2"x3%”) of Craf- 1615 COLLAMER AVENUE ¢ CLEVELAND 10, OHIO 
CHECKS tint-Devoe Academic x 
Artists’ Water Colors 
9s7 ond 2 brushes. $4.50 Many other popular sets available 
] 
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Time-savers on the desk top...and with the 
modern look you want! Everybody approves 
when you select desk top equipment designed 
by the Bert M. Morris Co. They're matched in 
color, style, and utility! 

Include this modern desk top equipment in 
your office planning. Available from the Bert 
M. Morris Co. is a 1957 Catalog to help you 
plan wisely. Write for it! 


ESSENTIALS IN EVERY OFFICE 


‘MORRIS SAFE-T-SET 

Beauty with efficiency —large ink supply can’t 
leak, won't spill, is easy to fill. 

MORRIS MEMO HOLDERS 

Holds standard memo paper. Available with 
ball point pen attached. 

MORRIS PHONE REST 

Frees both hands. Fits all phones—either 
shoulder. 

MORRIS TRAYS—LETTER & LEGAL 

Easy access with rear suspension. Stacks to any 
height. 

MORRISHARP ELECTRIC 

PENCIL SHARPENER 

Fast, self-starting. Cutting stops when desired 
point is obtained—choice of medium, fine, 
extra-fine. 

MORRIS ASH TRAY 

HE-MAN size... Perfect for sales meetings... 


removable glass liner...matches newest style 
in steel office furniture. 


BERT M. ORRIS CO. 


8651 WEST THIRD STREET, LOS ANGELES 48, CALIFORNIA 
In New York: 381 Fourth Avenue 
In Canada: McFarlane Son & Hodgson, Ltd., 


Montreal, Quebec 
- - for more details circle 146 on last page 
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Waterless Hand Cleaner 25 

Viking Manufacturing Co. has ap. 
nounced that its Viking waterless hand 
cleaner is now available in colorful plas. 
tic containers. 

The containers feature wide mouths, 
lids that snap on and off easily and are 
reusable. In addition to the new plastic 
pints, Viking Waterless Hand Cleaner 
still comes in its regular packaging—¢ 
and 16 ounce jars, gallon cans and ig 


bulk. 





Display Unit 

The Pencil-Crafts Sales Co. has intro- 
duced a new display unit for its new 
personalized ball pen package. 

The package consists of three ball 
pens; red, blue and green. The ink 
matches the color of the pen. There 
are 48 units in the display, and one ball 
pen package retails for $1. Display size 
is 71 by 64% by 6% inches and weighs 
two pounds, seven ounces, when packed 
with pens. 


Leather Accessories 27 

Two new Christmas colors are fea. 
tured in men’s and women’s leather 
accessories by C. F. Rumpp & Sons, 
Inc. 

Firebird Red with sparkling 24 
karat gold sprays are featured on all 
women’s accessories. This “Smart Set” 
includes matching purse, billfold, key 
case, lighter and eyeglass case. It also 
is available in Dawn Blue or Chamois 
tones. The men’s counterpart features 
Executive Tan and includes a billfold, letter case, key case, 
cigarette case, lighter, eyeglass case and card case. Men's 
sets also are available in Cedar Brown or black. All items are 
available individually or by the set. 


Pen With Stationery 28 

Golden Flair stationery by 
White & Wyckoff contains addi- 
tional feature of a gold-glittered 
ballpoint quill pen. 

Quill pens in red, blue and 
green come ready packed in con- 
trasting shades of white, pink and 
green writing paper. Retailing for 
$2.00, the set contains 40 sheets, 
40 envelopes and ballpoint quill 
pen. 


New Game 29 

A new game which carries 
the fascination of playing cards, 
the simplicity of play in mental 
concentration and arithmetical 
grouping of cards for scoring is 
said to be beneficial for chil- 
dren and exciting for adults. 

Triani, introduced by the L 
J. S. Sales and Manufacturing 
Co., is played on a three-color, 
heavy-gauge, vinyl card table cover with regular playing cards. 
The object of the game is to outscore opponents by drawing 
and capturing cards to book a section of the board. The 
game retails at $1.98. 
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Sells itself —or, your 





money back * 






Here is the only record of its 
kind. It gives ALL of the vital 
figures about a business for a 6- 
year period ALL ON ONE PAGE! 











Put this self-selling display unit on 






your counter and enjoy the benefit 






of fast turnover, more profit. 
Dealers have reported 10 to 300 
per cent increase in sales with this 








new display unit. 







Repeat Business 






Year after year, dealers have profited from re-orders wholly 
unsolicited. Doctors, lawyers, department store owners and other 






businessmen have used these unique record books for more than 
fifty years. 

Used By ALL Types of Business 

“BEAT YESTERDAY” was designed to meet the growing need for a 
quick, reliable, day-by-day record in manufacturing, large and 



































small retail establishments, the professions and salesmen. 
Adaptable To Any Set Of Comparison Figures 

Just one entry a day supplies any business with a record of 
production, sales, cash receipts, purchases, expenses, or any other 
set of figures needed for comparison. 


It accurately gauges the success of new merchandising methods, 
new machinery production, new sales strategy, and advertising 
or promotions. 


your order packed complete with display 
and promotion material 


Sales Record Publishing Company ae... 


11 Park Place, New York 7, New York 842" x 12” 
Price: $3.00 


(Be sure to turn page for information about another useful book published by Sales Record Publishing Company) 


\, Risk Offer... 


You risk nothing when you place 
wr order for ‘BEAT YESTERDAY.” 
e this convenient order-card for 
wt supply TODAY! When these book. Check one: packed 6 to a carton, packed 12 to a carton. 
lique record books arrive, display , 
em on your counter in their own 
telling carton. Give them a fair If, after a fair trial, these books do not prove satisfactory, | will return the unsold books 
If they do not prove satisfac- : for a refund. 
we will be glad to buy back ‘ 

unsold books. BUT MAIL THE 


At no risk to me, send me display cartons of “Beat Yesterday” retailing @ $3.00 per 


Also include copies of “Compare It” in my order. 





D TODAY! _ Name 
Company 
7 en : Street City State 


















Bound in 

Black Keratol, 
836" x 10%” 
Price: $2.50 ea. 


“COMPARE-IT’’ IS VERSATILE 


The columnar arrangement of “COMPARE-IT” makes 
it adaptable to almost any use. Retailers and sales 
organizations can compare the sales results of 13 
sales people for one year; 6 sales people for two 
years; 4 sales people for three years; 3 for four years, 
and 2 for six years. ALL ON THE SAME PAGE! 


Sales Record Pub 


FIGURE 4—HOUSEHOLD EXPENSE New York 7 


Order your supply TODAY! Use the convenient order-card below. 


Here is a new daily record book especially 
created to meet the record-keeping 

of the manufacturer, the businessman, 
dairy or poultry farmer, and the budge: 
conscious home-manager. 


This easy-to-use principle of control provides 
a permanent statistical record not readily 
available in any other form. Saves the ting 
and effort of digging through old records 
and ledgers to make important comparisons, 


COMPARE-IT 


will appeal to every type of business in your con 
munity: manufacturers, dealers, dentists, druggiss| 
contractors, automobile agencies, service station] 
moving picture theatres. Business men and proter 
sional people are re-ordering ““COMPARE-IT” withou 


solicitation on our part. 





lishing Compan 


11 Park Place 
, New York 





FIRST CLASS 
PERMIT NO. 
32247 
NEW YORK, N. Y. 

















BUSINESS REPLY CARD 


NO POSTAGE STAMP NECESSARY IF MAILED IN THE UNITED STATES 











Postage Will be Paid by — 


SALES RECORD PUBLISHING CO. 
11 PARK PLACE 
NEW YORK 7, N. Y. 
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here is little question but that 

self-service merchandising has, 
over the last several years, won al- 
most total acceptance in the station- 
ey and office supply field. It has 
unquestionably arrived. 

Now the question is where do we 
go from here? 

If you are one of the minority of 
retailers who have not turned at 
least a portion of your operation 
to self-service, you are of course 
missing a volume-building, cost-re- 
ducing opportunity. Don’t “buy” 
self-service just because the majority 
in our industry has. “Buy” it be- 
cause it can do so much for you. But, 
i's not at you that this discussion is 
primarily directed. 

If you have completed a remodel- 
ing of all or part of your store and 
introduced self-service, you are ready 
to sit back and ask yourself the 
question posed above: “Where do 
we go (in self-service) from here?” 

Only yesterday I asked this ques- 
tion of a dealer whose self-service 
store is—like most—doing excep- 
tionally well. I was surprised by his 
answer. 

“Well, it seems to me that this 
slf-service swing is one of those 
things like the wheel. Some one 
should have thought of it long be- 
fore they did, and once the light 
dawned everybody saw its worth 
and began using the idea. 

“And you know we're still using 
the wheel, and I think that’s the way 
self-service will be. Sure, there'll be 
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little improvements here and there 
like adding spokes to a wheel, but 
the general idea of self-service won't 
change for years.” 

Frankly, I don't agree at all. I 
think self-service has a long way to 
go, and every alert, profit-minded 
dealer should keep a weather-eye on 
the trends. 

For example, take a look at the 
advances being made in the vending 
machine business today. It seems to 
me that here is one direction in 
which self-service in the stationery 
and office supply field might move. 
Let’s explore that possibility further. 

Because the supermarket is gener- 
ally regarded as the originator of 
self-service, let’s look toward it. The 
Grand Union chain has already esta- 
blished an automatic market, and 
two other major chains plan similar 
action in 1957. Food and non-food 
items will be dispensed. Packaging 
advances have made it easy. The 
nature of the item no longer pre- 
sents a problem. 

The advantages are many. Among 
the more important are a rapid cus- 
tomer turnover, no theft and further 
reduced labor costs. In connection 


THE TOMORROW-LAND OF SELF-SERVICE 


with the latter, store hours might 
even be reduced in the distant to- 
morrow-land of self-service with the 
automatic salesmen handling the 
chores. 

With the supermarkets delving in- 
to the expanded use of vending 
machines in their self-service pro- 
grams and an increase of 50 percent 
in the volume through machines 
being forecast for the next four 
years, it certainly seems foreseeable 
that easily-packaged office supply 
items could be dispensed in a similar 
manner. 

Sure, there are limitations! It takes 
volume. A machine can’t sell. It is 
limited to items that the customer 
doesn’t need to try for size or shape. 
Nevertheless there are scores of 
items anyone can list. 

There are, of course, a good many 
other factors involved, and because 
of these it would be presumptuous 
to predict that our self-service mer- 
chandising is headed for the vend- 
ing machines with a great number of 
items. Yet, I'd hate to say it isn’t. 

One thing is sure, though, self- 
service is here to stay, but not to 
itay still. 


Maceth? Shaved 








NSOEA Convention 


Breaks Records 


The 53rd Annual Convention of the National Stationery 


and Office Equipment Association held in Chicago September 28 


through October 2 proved to be the biggest and busiest in its history 


q ore people, more exhibits and in- 
\ teresting speakers on varied sub- 
jects combined to make the 53rd 
Annual Convention of the National 
Stationery and Office Equipment As- 
sociation the most informative ever 
held. 

More than 13,000 persons visited 
the 415 exhibits, attended the business 
meetings and enjoyed themselves at 
the social events in the Conrad Hilton. 
The exhibits, which were spread over 
most of four floors in the hotel, were 
jammed shortly after noon on the 
opening day, September 28, and re- 
mained that way until the 5 p.m. 
closing on the last day, October 2. 

New products and new presenta- 
tions of regular lines were shown to 
visiting dealers. And just looking at 
the exhibit visitors loaded down with 
free samples, novelties and other gift 
items after a day on the floor was 
ample evidence of their interest. 

The ladies were not neglected at 
the convention. Teas, luncheons, bingo 
parties and other events kept them 
entertained and prompted many to 
remark that she had “‘a glorious time.” 

Beginning with the talk by Leonard 
B. Wilcox, association president, on 
Monday morning, the business ses- 


24 








In keeping with NSOEA tradition, 
William R. Diehl, Jr., Diehl Office 
Equipment Co., Columbus, Ohio, wos 
elected president of the organization 
for 1957-58. Mr. Diehl served as vice 
president of the Distributors’ Division 
during the past year. 


H. Roe Bartle, the loquacious and dynamic mayor of Kansas City, is shown presenting Leonand 
B. Wilcox, outgoing president of NSOEA, with a key to his city. Paul Burbank, executive viee 
president of the association, looking on at right, also was presented with a key to the city. The 
new president of the association, William R. Diehl, is seated at the right. 


sions fit into their roles of living up 
to the convention theme, “Seven Keys 
To A Complete Convention.” Interest- 
ing and dynamic luncheon speakers 
were on the program as advertised, 
and after the annual banquet and 
dance which wrapped up festivities 
most in attendance were ready to ad- 
mit that the 53rd was, indeed, a 
“complete’’ convention. 


Saturday . 

The exhibits opened at 12 noon if 

the basement and on the third, fifth 

and sixth floors of the Conrad Hiltom 

The floors were crowded until closing 

(9 p.m.), and the general comment 

was that the opening day was the 

best in the history of the convention. 
Sunday 

Dr. George K. Schweitzer, associate 
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professor of chemistry at the Univer- 
sity of Tennessee, addressed the mem- 
bers at the special morning service. 
He told them that “our only basic 
defense is moral” and called attention 
io the methods of downfall of several 
qvilizations. Dr. Schweitzer em- 

gsized the need for return to the 
spiritual foundation on which the 
country was built. 

“God stands ready to justify us. If 
we can make moral repair we have a 
tremendous century ahead. If we can't, 


tt makes little difference,’ Dr. 
Schweitzer concluded. 
Professor Karl Steele, Wheaton 


College, presented his “‘Sermon in 


Art’, a wordless message created by 
the professor, with accompanying 
music. The Wheaton College Chapel 
Choir provided the music for the 
service. 

W. Neill Stewart, Jr., Stewart Of- 
fice Supply Co., Dallas, Texas, gave 
the scripture reading, and the prayer 
was offered by Nathan C. Hubley, 
Jr., president of Carter’s Ink Co. The 
businessman's service was under the 
direction of Grant Howard, past presi- 
dent of NSOEA. 

Monday 

“I’m convinced that better planning 
is the greatest need for our business 
today.” Thus spoke Mr. Wilcox as 





Six of the association's top men were together for the NSOEA board of control meeting on 


Saturday, September 28. 


From left to right are: John B. Dwyer, past vice president of the 


field Division; Elmer G. Rahe, past vice president of the Manufacturers’ Division; Leonard B. 
Wilcox, past president of the association; William R. Diehl, Jr., new president of the associa- 
tion; Joseph C. Runnels, treasurer of the association; and Herbert S. Morgan, new vice presi- 


dent of the Field Division. 


Ms. Paul E. Burbank, left, and Mrs. Leonard 
8 Wilcox paused to smile for our camera be- 
fore dashing off to a ladies’ get-together on 
Tuesday, October 2. The two ladies were co- 


thairmen of all ladies’ activities during the 
convention. 
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he opened the first general conven- 
tion session. 

“Our industry is on an upward 
trend, now,’ Mr. Wilcox stated. 
Then he asked, “Are your profits 
growing along with the industry?” 
He emphasized that sound planning is 
one of business management's tough- 
est problems and does not just happen. 

Mr. Wilcox likened business to 
gardening. “You have to get your 
thumbs and fingers into it and wiggle 
them around,” he said, “to get the 
feeling of the business.’ He then ad- 
vised NSOEA conventioners to “know 
where we are today to plan for the 
business future.” 

Paul E. Burbank, executive vice 
president of NSOEA, also spoke at 
the Monday general session. He told 
the retailers that profits are based on 
policy. 

“Despite the fact that we had a 14 


percent dollar volume increase in 


sales in 1956 we showed a decline in 
profit of 1.5 percent. I have no desire 
to dash cold water, but it seems to 
me that each man in management 
should very definitely look at the 
decline in profit and determine the 
causes,’ Mr. Burbank stated. He ill- 
ustrated his fact-filled talk with 
colored slides. 

The dynamic H. Roe Bartle, mayor 
of Kansas City, told the noon lunch- 
eon guests to “Stand Up and Be 
Counted.” The mayor spoke for over 
an hour, despite auto accident injuries 
received in Kansas City the day before. 

The 300-pound man with the deep, 
powerful voice said, “I love spirited 
people who are willing to stand up and 
be counted on the things with which 
they are concerned. We don’t build a 
great America in Washington, D. C. 
It must be done by people in all of 
the towns, villages, hamlets and metro- 
politan areas,” he continued. 

The mayor also gave his enraptured 
audience his views and philosophies 
on government and politics and 
closed by saying, “If I had my way I 
would only ask you to think and act 
on the following prayer — Oh, God, 
revitalize America, but start with me.” 

Tuesday 

Three divisional meetings, a lunch- 
eon and a general session were on the 
Tuesday schedule. 

Norman L. Hanna, general sales 
manager of Philip Hano Co., told 
the manufacturers’ meeting that “today 
all of us in sales and sales manage- 
ment are caught in a squeeze not of 
our own making and certainly not of 
our own choosing.”” Mr. Hanna point- 
ed out that he believes that manu- 
facturers must train and lead their 
customers to get more sales. 

Elmer G. Rahe, vice president of 
the NSOEA Manufacturers’ Division, 
followed Mr. Hanna to the rostrum 
and said the sales performance should 
be measured against the industry's 
total percentage rather than against 
a company’s past performance figures. 

Mr. Rahe, who is also vice presi- 
dent of sales for Globe-Wernicke, 
pointed out that accurate measurement 
of sales performance is paramount for 
an efficient company selling operation. 
He also discussed methods of arriving 
at usable figures for judging actual 
sales achievements in comparison with 
the potential sales market for a com- 
pany. 
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An attractive gal can always lure in potential customers. 
is Lois Fahsbender who is demonstrating a desk at the Globe-Wer- 
nicke exhibit. The others in the picture, left to right, are: Bill Guel- 
zow, Bredesens, Inc., Beloit, Wis.; Ed Howard of Globe-Wernicke; C. 
lL. Shanholtzer, Ft. Steuben Metal Products Co., 


Fred E. Pfaff, sales manager of 
Duke, Inc., Wichita, Kan., used 
colored cartoon slides to illustrate a 
talk on price discrimination and the 
Robinson-Patman Act. He spoke be- 
fore the Distributors’ Division meet- 
ing and cited a fictitious stationery 
store and its many violations which 
caused the stationer to be fined and 
confined under the provisions of the 
Robinson-Patman Act. 

Mark Bernstein, president of the 
nationally known Willmark Service 
System, also addressed the dealers 
and told them that they must be more 
observant in enforcing rules to keep 





The registration desk was a busy place during the 53rd Annual Con- 
vention of the NSOEA. There were plenty of old acquaintances to 
talk with and many new ones to develop. 
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The gal 


Follansbee, W. Va. 
company. 


their sales personnel honest. He cited 
several examples of thefts that were 
perpetrated by persons aware that 
there was no need to observe store 
rules. 

John Dwyer, vice president of the 
Field Division, presided over a meet- 
ing which discussed several subjects. 
The planning and success of club sales 
rallies and sales contests were reported 
by the officers of the clubs which 
have held such functions. After each 
report the meeting was thrown open 
to the audience for question-and- 
answer participation. 

Paul E. Burbank, NSOEA execu- 


they didn't even notice our photographer. 





All of the folks walking around the convention floors with pencils 
in their heads got that way at the Eberhard Faber exhibit. Lynn p 
Sanderson, Daniels Co., Muskegon, Mich., right, doesn't appear to 
be in too much pain after having his pencil put in place by John 
Horne of Eberhard-Faber, left, and J. R. Mislan, also with the pencil 


tive vice president, addressed the Field 
Division meeting briefly and com. 
mended the clubs on their work with 
rallies and contests. 

The three divisions also elected 
their officers for 1957-58 at the 
Tuesday sessions. John B. Brain, Jr, 
was elected vice president of the 
Distributors’ Division. Herbert § 
Morgan was named vice president of 
the Field Division, and E. H. Mosler, 
Jr., was elected vice president of the 
Manufacturers’ Division. All three of 
these men spent the past year as 
vice chairmen of their respective divi- 
sions. 





This group was so interested in the Sheaffer Pen Co. display thet 


From left to right are: 


Robert Heyer, Atlas Stationery Co., Chicago; A. E. Schmidt, also of 
Atlas; Glenn Davidson, Sheaffer Pen Co., and Joseph C. Schmidt, also 


of Atlas. 
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looking at Regency Thermography samples are Miss S. Larimore, right, 
ond E. Jacoby, both of Harper Leather Goods, Chicago. That's Ben 
Cohen of Regency, left, doing the interpreting. 


Mr. Brain is the owner of the Brain 
Stationery Co., Omaha, Neb. Mr. 
Morgan is the Sacramento, Calif., 
representative for the National Blank 
Book Co., and Mr. Mosler is president 
of the Mosler Safe Co., New York 
City. 

New vice chairmen also were named 
for all three divisions. L. G. Morris 
was voted to the post for the Manu- 
facturers’ Division. He is sales man- 
ager of the Eaton Paper Co., Pitts- 
field, Mass. Earl Collins, a representa- 
tive of Rockwell-Barnes, was elected 
vice chairman of the Field Division, 
and W. Neill Stewart, Jr, is new 





You can't see Beverlee Wilson's face in this photo but don't com- 
plain. What you can see is mighty pretty and makes it worth look- 
ing. Clay Horn, left, of Smith & Butterfield, Evansville, Ind., and 
Adolph Dulin of the Dulin Office Machine Co. were intrigued enough 
fo stop for refreshments at the Justrite Hangover Bar. 
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Parker pens are the center of attention in this picture. Ben Wachtel of 
the Parker Pen Co., 


shows some of the pens to S. H. Aikin 


and R. D. Hollenbeck, right, both of the S. H. Aikin Bank Supply Co., 


Battle Creek, Mich. 


vice chairman of the Distributors’ 
Division. Mr. Stewart is with the 
Stationery and Office Supply Co., 
Dallas, Texas. 

In another election at the manu- 
facturers’ meeting, Louis Brown, 
president of the Eberhard Faber Pen- 
cil Co., was named chairman of the 
nominating committee. 

“Quarterbacking the Sales Team” 
was the subject of the luncheon speech 
made by Fred Smith, management 
consultant from Cincinnati. Mr. 
Smith told the guests how to ef- 
fectively choose sales personnel. He 
also said that sales managers must 


mecee gees 


fadusiry 


quarterback the sales team by “‘hand- 
ing off the ball.” 

Mr. Smith advised stationers to in- 
struct their salesmen to know more 
about the prospect than the product in 
order to do an effective selling job. 
He also said that all business execu- 
tives should try to develop emotional 
stability and gather all of the facts 


before worrying. “Wait to worry,” 
he said, ‘should be the motto of 


everyone in business.” 

Everett S. Calhoun, coordinator of 
automation research at Stan- 
ford Research Institute in Menlo Park, 
Calif. was the featured speaker at 


of fice 





Mr. and Mrs. J. Q. Adams of the Adams Office Machine Co., Evans- 
ville, Ind., stopped to talk business with Frank Boyce of the Venus 
Pencil Co. on the right. 











Beautiful Miss Autopoint, Sandra Stuart, certainly is enough to perk 
Posing with her, left to 
right, are: Louis Pillisch, Lessard Printing and Stationery Co., St. 


up even the most tired of exhibit visitors. 


Louis; and Jim McGovern and Len Cole, also of Lessard. 


the afternoon general session. He 
spoke on “Office Automation Today 
and Tomorrow.” 
Wednesday 

The main item of business at the 
Wednesday morning session was the 
election of the 1957-58 officers. 
William R. Diehl, Jr., Diehl Office 
Equipment Co., Columbus, Ohio, was 
chosen president of NSOEA for the 
coming year. M. S. Marshall, Ginns, 
Stockett and Fiske Co., Washington, 
was mamed assistant treasurer, and 
Joseph C. Runnels, Commercial Of- 
fice Furniture Co., Washington, was 
re-elected treasurer. 

Charles Bury, Charles Bury and As- 


These two distributors had to take time to relax some tired feet and 


chat a little. 
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That's Robert W. Parrott, Matt Parrott & Sons Co., 
Waterloo, lowa, left, and J. W. Hazlett, Ames Stationers, Ames, lowa. 


sociates, Dallas, discussed means of 
“Winning Sales and Good Will 
Through Better Communications” at 
the morning session. He used a prop 
telephone and slides to illustrate his 
speech and told his audience to “re- 
member, that over the telephone you 
don’t have your million-dollar smile, 
your warm handshake or your $300 
suit. When you're on the telephone 
you have only two things that will 
help you — what you say and how 
you say it.” 

Mr. Bury continued, “Most im- 
pressions during telephone calls are 
made at the beginning and at the end 
of them.” He also deplored the use 


V. Rolain, Columbia Ribbon & Carbon Manufacturing Co., left, ex. 
plains the advantages of the carbon paper in the typewriter to Herb 
Menson and Bob Powers, right, both of Latta's Inc., Waterloo, lows, 


of such telephones phrases as “Who's 
calling?” and ‘“‘He’s in conference.” 

Mr. Bury also spoke on how to 
write business letters. The secret, he 
said, is not to write a letter at all, 
“Instead,” the sales consultant advised, 
“just sit down and talk; just as you 
would with the person sitting next to 
you this morning.” 

The vice president of Parade Pub 
lications, Inc., Glenn R. Fouche, spoke 
after Mr. Bury finished. In an en 
tertaining manner Mr. Fouche told 
the audience that he believes all 
personnel and sales problems can be 
met by personal examination. He ad- 
vised the listeners to look at the 





An apple a day keeps the doctor away and also tastes darn good 
after you've been visiting exhibits all afternoon. David Keir, left, of 
the Dennison Manufacturing Co. makes sure that there are plenty 


available and invites Louis Knobe, Knobe Stationers, Chicago, and his 


son, Larry, to have one. 
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Maxwell Anderson, right, of the Oxford Filing Co. shows the new 
model Pendaflex file to J. W. Elmore, Elmore Office Supply Co., 
Knoxville, Tenn. 





We don't know who told the joke, but it must have been a dandy. 
The man in the middle with the big smile is C. W. Owens of the 
R. C. Allen Co. The others are, left to right, Mrs. W. L. Edwards, 
Mr. Edwards, H. R. Adams and Mrs. Adams, all of the Adams Type- 








people who work for them; not to 
be afraid of new ideas but, rather, be 
alert for them; and to make their sales 
stories get through to the people 
they want to reach. 

To dramatically illustrate a point, 
Mr. Fouche tore the sleeves and collar 
off his shirt and ended his talk by 
saying, ““A good manager is the man 
who will give his employees the shirt 
off his back.” He then threw the back 
of his shirt into the audience and left 
the speakers’ platform amid a gale of 
laughter and applause. 

Climaxing the biggest of all 
NSOEA conventions was the banquet 
and dance Wednesday evening in the 





The Joseph Dixon Crucible Co. exhibit featured a sparkling shoe shine 
with a sales talk. Carl Johnson wields the shine rag for Herman A. 
Meister of the H. R. Stephenson Co., Cleveland, while Max Smith 
of Dixon looks on. 
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writer Agency, Elkhart, Ind. 


Grand Ballroom. After the meal the 
awards for the various competitive 
events were presented. 

Winner of the Governor's Cup for 
percentage of membership increase 
was Raymond C. Scheppach, Schep- 
pach & Goekler, Inc., governor of Dis- 
trict 1. The Clegg Trophy for the 
dealer submitting the most outstand- 
ing advertising program was present- 
ed to William Whiting of the 
Journal Chronicle Co., Owatonna, 
Minn. 

The ISBA Store Modernization 
Award went to R.L. Sturgeon, San 
Diego Office Supply and Equipment 
Co. The Garvin-Wolcott Award of 


$100 was given to Mr. Pfaff and Chet 
Smith, Sr., A.W. Faber-Castell Pencil 
Co., Kansas City, Kansas. 

The Travelers’ Club Trophy was 
won for the third time by the Great 
Lake Travelers’ Club. Clarence Clem- 
mens, president of the club, accepted 
the award which the club now keeps. 
The Dealer - Salesman - Of - The-Year 
Award was presented by Ivan Allen, 
Sr., to Bill Jarvai, Southern California 
Stationers, Los Angeles. 

The special registration prize of a 
trip to San Juan, Puerto Rico, was won 
by Dan Collier of Dalton, Ga. The 
trip for two can be taken any time 
after the convention. 


A flower lapel button, available at the Minnesota Mining & Manu- 
facturing exhibit, was just one of the novelties to be found at the 
exhibits. Bill Miller, right, of 3M, pins one of the buttons on Robert 


Moran, Buford's Office Interiors, Indianapolis, Ind. 
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GW clecting the best medium of ad- 

vertising for the stationer has be- 
come more complex in recent years 
by the increase of local television 
stations. 

Because TV presents a multitude 
of problems, including decisions a- 
bout how to merchandise most ef- 
fectively, how to word commercials 
for best response and even which 
items to select for promotion, many 
stationers and office equipment deal- 
ers have been hesitant to use it. 
With greater coverage throughout 
the United States by local stations, 
however, television can no longer 
be overlooked when institutional and 
product promotion is discussed. But, 
unless the decisions mentioned a- 
bove and many others are made cor- 
rectly, the retailer will not get the 
most for his advertising dollar. 

A stationer who has successfully 
used a television series, and who has 
some valuable tips for others who 
are considering entering this me- 
dium, is Wayne E. Bashaw, vice pres- 
ident and general manager of The 
Pounsford Stationery Co., a well es- 
tablished Cincinnati concern  han- 
dling office furniture and supplies 
and art supplies. 

Pounsford’s tied in with a manu- 
facturer’s ‘“Learn-To-Draw’’ series. 
This consisted of thirteen 15-minute 
television shows devoted to teaching 


Numerous items in your store 
can be effectively advertised 
on television. Here’s how 

a Cincinnati stationer does it 
successfully, plus advice that 


can help you do the same 
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the viewer how to draw, step-by- 
step, and aimed at the promotion of 
drawing sets. It was backed up by 
the art kit manufacturer's guarantee 
to defray costs that were not paid 
for by sales of the sets. So well 
handled was this firm’s tie-in, how- 
ever, that Pounsford’s not only sold 
enough sets to pay all expenses in- 
volved, they also received substan- 
tial business in other merchandise 
categories, as well as valuable insti- 
tutional advertising. 

How was the tie-in handled? Ex- 
actly what factors are credited with 
its success? Mr. Bashaw points out 
the following problems and their so- 
lutions: 

One problem was the selection of 
time. It was decided to run the series 
of programs in conjunction with the 
Christmas season, in order to take 
greatest advantage of the market po- 
tential. 

As Mr. Bashaw explains, ‘Since 
many of the items handled by the 
stationer fall into gift categories, we 
chose to emphasize that theme in 
promoting our tie-in items. Accord- 
ingly, we began the series in Oc- 
tober.” 

In selecting the day and hour for 
the 15-minute programs to be pre- 
sented, two factors were given prime 
consideration—the cost and the type 
of audience to be reached. Because 















“err or 


Pounsford's, located in downtown Cincinnati, 
supplemented its newspaper advertising pro- 
gram with a TV series. 


night programming is excessively ex. 
pensive for the ‘small’ advertiser, it 
was necessary to settle for daytime 
showings. And because the drawing 
lessons were aimed primarily at 
youth (although many adults also 
became interested) a Saturday morn- 
ing hour was selected. 

Another problem was the selection 
of items to be promoted. The big- 


WHAT ABOUT TV 


Edward J. Meier, manager of artists’ supplies department, used care in selection of 
merchandise to be shown. Commercial stress was on wide selection rather than on 


individual items. 
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gest question here, according to Mr. 
Bashaw, was the problem of whether 
to push specific items or to concen- 
trate solely on general categories. 

“Many agencies and stations rec- 
ommend concentration on specifics,” 
he points out, “so that results are 
more dramatically noticeable. We 
decided, however, that the time al- 
jotted was so brief that it would be 
to greater advantage to generalize 
somewhat, stressing wide selection 
within each category chosen. Results 
seem to indicate that this was the 
proper decision, at least in our mar- 
ket.” 

The following four general cate- 
gories of merchandise were selected. 
All were presented three times dur- 
ing the series, with one classification 
receiving an extra commercial on the 
13th show. This was in addition to 
commercials promoting the drawing 
sets. 

Typewriters — “This merchandise 
seemed a logical choice because it is 
a brisk moving gift item, as well as 
a profitable item for the stationer to 
sell,” Mr. Bashaw says. “We sched- 
uled this category among our earliest 
commercials, partly in order to get 
any back-to-school business that was 
still unsold and partly because it is 
a more expensive piece of merchan- 
dise and is usually bought with more 
thought than an inexpensive, last- 


minute type of gift item.” 

Response? The number of tele- 
phone and mail inquiries received 
was rated “excellent.” 

Imprinted greeting cards—here a- 
gain Mr. Bashaw chose a profitable, 
clean category for television promo- 
tion. 

He explains, “We feel that the 
promotion of personalized cards im- 
printed by the manufacturer is defi- 
nitely worthwhile. It’s a clean busi- 
ness, in that there is no investment 
until there is a sale, since cards are 
ordered through catalogs. There is 
no stock to carry. As great a variety 
may be displayed as the stationer has 
room for. Yet, in spite of these ad- 
vantages and the profit potential, it's 
a business that is being taken par- 
tially away by department stores to- 
day, even though they have no bet- 
ter facilities than the stationer. 

“In order to stimulate our im- 
printed card business, therefore, we 
selected the category for television 
presentation. And because the early 
orders are the least time consuming 
to handle, we placed greeting cards 
in the series. 

“Although stores in the downtown 
area generally were complaining this 
year of too little early business, we 
did very well in getting early or- 
ders, thanks to our television ac- 
tivity.” 


ADVERTISING? 





Professional help in handling commercials and camera angles is a 
must, according to Wayne E. Bashaw (left) discussing plans with the 


advertising agency representative. 
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Pens—this category of merchan- 
dise was selected because of its gift 
possibilities. No specific pens were 
pushed. One brand, however, just 
out with a new model, was chosen 
to be the instrument shown in action 
on TV. As a result, this brand was 
sold out completely. The other lines 
carried by Pounsford’s also moved 
very well. 

Office gifts—business gifts for 
business people included items such 
as dictionaries, list finders, calendars 
and diaries. The category was select- 
ed because of its good potential for 
seasonal plus business. Results in this 
classification are more difficult to 
pin point, according to Mr. Bashaw. 

“The variety of items shown on 
TV was large and the approach very 
general,” he explains. “Although we 
did a good volume in the office gift 
category, it is impossible to deter- 
mine whether it was due to any great 
degree to our television activity. We 
do feel, however, that some of the 
movement in this category can be 
credited to TV.” 

When it came to the problem of 
preparing the commercials, Mr. Ba- 
shaw sought professional help from 
an advertising agency. 

“This, in our opinion, is an ab- 
solute must,” he declares. “The av- 
erage layman simply has not been 


(Continued on page 68) 
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In-store tie-in displays and posters were used to give impetus to the 
TV series. Windows also promoted advertised products. 


A realistic look now at your 
business and its prospects can 
reveal ways to solve future 
profit problems. This article 


will help you plan ahead 





WHAT’S AHEAD 


for your company 


Sy C. £. Chuck’ Lapp, Ph. D. 
Consulting Editor, MODERN STATIONER 


; ips years in the immediate future 
may well be the years that “make 
or break” a large number of station- 
ery and office supply, furniture and 
equipment establishments. Three 
principal threats to net profit must 
be coped with. They are inadequate 
sales volume, high operating ex- 
penses and inadequate gross margin. 
There is, unfortunately, no simple 
formula for business success. How- 
ever, if you are seeking some way to 
direct your work effort so that you 
can recognize danger signals, diag- 
nose, prescribe and carry out what 
is necessary, and then check up again, 
the following plan may help you 
to formulate the procedures neces- 
sary to solve your particular prob- 
lems. 
Determination of Objectives. Set 
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up both short-term and long-term 
objectives which will result in con- 
tinued profit success for your busi- 
ness. In setting up these objectives, 
it might be well to answer in your 
own mind these questions: 

1. Do you want to cover more, 
less or about the same geo- 
graphic area as now covered? 

2. Which strategy—intensive or 
high-spot coverage—will be the 
one which will be most apt to 
pay off? 

3. Do you want to attract more 
buyers or about the same num- 
ber? 

4. Do you want to grow by es- 
tablishing complete units or 
warehousing operations in ad- 
ditional trading areas? 

5. Will you make more profit sell- 


ing to specialized, less competi- 
tive developmental markets or 
to highly competitive, stab. 
lished mass markets? 

6. Can labor-saving devices and 
machinery be employed to ad- 
vantage? 

Looking to the Future (Forecast. 
ing). The most fundamental step in 
the solution of all sales problems is 
the forecasting of sales. In the past, 
far too many stationery and office 
suppliers have made their forecasts 
“by guess and by hunch,” very often 
just adding or subtracting an arbi- 
trary percentage of amount to past 
sales as conditioned by a general 
economic outlook. Such forecasts 
are rapidly becoming inadequate. 

Use a procedure for forecasting 
which will take into account those 
factors which may increase or de- 
crease your business which are con- 
sistent with formulated objectives. 
For example— 

Step 1. Plot the trend of your sales 
for the past five to 10 years in 
dollars or units of items. 

Step 2. Break down your sales by 
product lines or products and 
by sales territories, again no- 
ting increasing or decreasing 
trends. 

Step 3. Investigate the possibilities 
of new product developments 
and new customers for tradi- 
tional products that may in- 
crease sales or at least offset 
lost sales resulting from com- 
petitive strategy. 

Step 4. Evaluate the attitude of 
your customers toward the fu- 
ture. 

Step 5. Appraise the effect that 
new or a decreased number of 
suppliers and/or products, in- 
creased or decreased advertis- 
ing, and training of your sales- 
men might have on your sales. 

Step 6. Consider all economic fac- 
tors based on figures provided 
by the trade associations or gov- 
ernment agencies which would 
indicate an increase or de- 
crease in the sale of specific 
product lines. 

Step 7. Forecast your sales by one- 
month periods for 16 months 
in advance, making revisions in 
such forecasts at least every 
four months. 

Base a number of other funda- 
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mental decisions on the sales fore- 
cast, too. The forecast should be the 
basis for determining how much in- 
ventory is needed, what items should 
and should not be stocked, the a- 
mount of money needed for inven- 
tory and expenses, the number of 
sales and non-selling employees re- 
quired, and how much advertising 
sales promotion will be essential to 
reach the goal set. The profit should 
be estimated, based on eaeh of the a- 
bove decisions becoming a realiza- 
tion. To the extent a sales forecast 
is wrong, many other management 
decisions likewise will be wrong. 


Determining Product Lines. Eval- 
uate sales figures by product lines 
and/or specific products at the end 
of each quarter to find out why sales 
were of were not achieved as set 
forth in previous quarterly forecasts. 
Following this action may well re- 
sult in such changes as— 

1. Choosing and featuring lines 

that will give more volume and 

profit. 

. Stressing lines on which manu- 
facturers give protected terri- 
tories or at least maintain selec- 
tive distribution. 

3. Adding new lines with a large 
potential demand and/or a 
high gross margin. 

4. Narrowing lines carried and 
pushing high turnover items. 

5. Checking inventory more fre- 
quently and buying more care- 
fully to avoid markdowns and 
overstocking. 

Allocate costs periodically to pro- 
duct lines and even certain specific 
products. Such an allocation may in- 
dicate a number of items or lines 
which are not making money. 


hm 


Selection of Suppliers. Set up cri- 
teria for evaluating supply sources. 
At least yearly, carefully check as to 
whether the present source is satis- 
factory and whether or not some 
better source may have become avail- 
able. Some of the considerations 
suggested by executives in charge of 
buying are— 

1. Has the supplier obtained buy- 

er and/or user recognition and 

acceptance for his products? 
. What are the policies of the 
supplier in respect to returns, 
discounts and credit? 

3. Are the product lines sold by 


Nm 
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a manufacturer overdistributed 
in an area? 

4. Are the supplier's prices com- 
petitive and at the same time 
high enough to allow an ade- 
quate dealer profit? 

With the pressure of competition 
ahead, it is more important that 
every supplier and what he has to 
offer be evaluated to make certain 
that the best deal is obtained from 
a quality and service standpoint rela- 
tive to price. Feed product develop- 
ment ideas to suppliers so that they 
can better meet the needs of your 
buyers. 

Pricing. Three major courses of 
action seem to prevail in respect to 
pricing strategy. The most prevalent 
is not to try to undersell competi- 
tors but to charge the prevailing 
market price and to gain and hold 
buyers by emphasis on better ser- 
vice. 

A second course of action is to 
sell below the prevailing market 
price even if it means giving less 
service and seeking out less well 
known suppliers. 

A third course of action is to 
make no attempt to meet competitive 
prices and to emphasize quality and 
service. 

Keep on file a record of your 
price and discount schedule. If dif- 
ferent prices are charged different 
buyers, make certain it is followed 
by your salesmen and order depart- 
ment personnel. 

Review your prices periodically 
and revise price schedules downward 
or upward as needed, but make them 
as understandable as possible. 

Proper allocation of costs may in- 
dicate some items can be sold more 
cheaply with a far greater volume 
which will produce, percentagewise, 
a smaller profit but a far larger dol- 
lar profit. Greater experimentation 
in pricing, too, might show that 
significant profits are being given 
away unnecessarily through odd 
price policies. 

Another problem closely related 
to pricing is the minimum order 
size that you can accept for delivery 
and still save money. Establish a 
minimum order size for making de- 
liveries that is profitable and reason- 
able. Then encourage, if not insist, 
that this minimum order size be ad- 
hered to by your salesmen and ac- 


tive accounts. More important, rec- 
ognize a customer potential. 

Attracting, Selling and Holding 
Buyers. Follow up and coordinate in- 
to your sales promotional efforts the 
advertising by manufacturers and 
distributors from whom you buy. 
Make sure that sales aids provided 
by manufacturers or distributors are 
used effectively by your inside and 
outside salesmen. 

Selling Prospects and Customers. 
Survey periodically, either formally 
or informally, what buyers and pros- 
pects like and dislike about your 
sales methods. 

Encourage salesmen to carry sam- 
ples of products with them, i.e., es- 
pecially seasonal items or new pro- 
ducts. 

Encourage outside salesmen to 
bring buyers of one firm or a num- 
ber of firms together, so that group 
selling will make possible a reduc- 
tion in the time necessary to present 
products to individual buyers. 

Holding Customers. To hold cus- 
tomers, a little something extra is 
going to become a must. The little 
something extra may be to help buy- 
ers solve problems confronting them 
or training employees of buyers to 
use some product. 

Invite buyers who purchase from 
your outside salesmen to periodically 
visit your establishment. 

Arrange periodically, if at all pos- 
sible, for some of your key custom- 
ers to visit the plants of your sup- 
pliers. 

Recruiting Salesmen and Employ- 
ees. Prepare a job description for 
each job and the qualifications nec- 
essary to succeed in it. Do this by 
an evaluation of present employees, 
utilizing such techniques as observa- 
tion, personal history, record analy- 
sis, interviews and tests. 

Establish a program for recruit- 
ing new employees. 

When hiring employees for ship- 
ping, warehouse or office activities, 
evaluate them as to their potential 
sales and/or management abilities. 

Recognize failure. Do not go a- 
long with a probable failure too 
long. 

Training Salesmen. Most execu- 
tives agree that a minimum of two 
to three years of experience in some 
job other than selling is necessary 

(Continued on page 60) 
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Another view in Mogollon's 





foreign 


Self-serve stationery racks offer a ready selec- 
tion to shoppers in the Mogollon store. 





The office supplies section of the J. V. Mogollon & Co. store in Cartagena, Columbia. The pen 
department is in the foreground. 
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Behind the pen department in the Aruba Boekhandel is the book 
department. This store in Aruba, Netherlands West Indies, is oper- 
ated by the de Wit brothers. A corner of the office supplies depart- 
ment is shown at left. 


views 


~ tationers in the United States have no corner on the 
\J Modern Trend in store remodeling. The accompany- 
ing two groups of photographs—one from the Nether- 
lands West Indies and the other from Columbia—show 
modernization ideas in those countries. 

The office supplies department in the J. V. Mogol- 
lon & Co. self-service store in Cartagena, Columbia, 
looks much like a U. S. store, with American-made mer- 
chandise featured. Only the pen department is glass 
enclosed. 

The other Mogollon photos show fixtures with 
self-selection features resembling those developed in 
North America. The store had adapted them to different 
articles such as school notebooks, loose-leaf binders, 
blank books, columnar books, pads, folders, envelopes 
and many other items. 

The pictures of the Aruba Boekhandel, the de Wit 
Bros. store on the island of Aruba in the Netherlands 
West Indies, show the book department with pen and 
office supplies departments, an over-all view of the 
store with gift and toy departments, and a photo that 
illustrates the popularity of American comic books with 
Dutch youngsters. 

The de Wits—Dirk and William—emigrated to 
Aruba in 1948 from the Netherlands and opened the 
island’s first bookshop. They opened a second in 1953 
inside the concession of one of the world’s largest oil 
refineries. Three years later, they established their 
third shop in San Nicholas. They also have their own 


printing shop. 
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An over-all view of the de Wit store. 


Comic books are popular in Aruba, too. 
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a ‘hard sell’ program 


for bigger sales 


Want some ideas for increasing dollar volume? 


Then read about 


the aggressive 


inside 


campaign being waged by this lowa store 


w™ can you do when the cost 
of keeping the doors open is 
climbing and the profit margin is 
either remaining static or dropping be- 
cause of competitive or volume sell- 
ing? 

Latta’s, Inc., in Cedar Falls, Iowa, 
is looking to sales production of its 
clerks to stabilize or improve that 
profit margin. 

The need for increasing the volume 
of stores sales was evident. Rent was 
up 10 to 20 percent, heat up between 
10 and 30 percent, electricity up an- 
other 10 percent. Delivery expense 
had climbed 25 to 50 percent, adver- 
tising costs were up 10 to 30 percent, 
and general operating expenses were 
up 20 to 30 percent. 

The company also had experienced 
a 66 percent increase in wages, with 
an average rate of around $1.25 per 
hour being necessary. And, like all 
companies, it was finding that com- 
petition for personnel was getting 
more and more intense each year. 

The attack on improving the profit 
margin, company officials reasoned, 
could be made through any one of a 
series of plans, or a combination of 
several. Four main areas finally were 
targeted. 

Increasing the amount of merchan- 
dise available in its stores, thus in- 
creasing the potential buyer satisfac- 
tion, was one goal. 

Increasing advertising 
was a second. 

Improving telephone selling pro- 
cedures was a third. 

Fourth but not least, it appeared 
that the most fertile potential field 
lay in increasing each clerk’s daily 
average sales production. 

The average cost per clerk was 
running $1 an hour, meaning that in 


allowances 
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an average work day of eight hours, 
each clerk represented a total cost of 
$8. By assuming that sales costs stand 
at about a minimum of 10 percent, 
the company figured that each clerk 
must sell $80 worth of merchandise 
each day to pull his full share of the 
load. Attaining that volume and 
more was the goal of a three-prong- 
ed increase campaign. 

Latta’s first surveyed its entire line 
of merchandise to make sure that its 
clerks had the best available items to 
sell. By providing better products to 
sell, certainly the assurance of cus- 
tomer satisfaction was greater. 

Secondly, clerks were trained to give 
each product the “hard sell.” Every 
clerk was made to become aware that 
there was more to his job than mere- 
ly “delivering” merchandise from 
shelves or stockroom to a customer. 
Salesmen traveling through the terri- 
tory served by the company were 
brought in to give clerks the back- 
ground story on products offered in 
the stores. 

Weekly and semi-weekly sales meet- 
ings kept the eyes of the clerks on the 
desired sales goals. Special sales con- 
tests made it worthwhile for the 
clerks to put forth that extra effort 
on which every extra sale is based. 
During the annual sales contest, Lat- 
ta’s sales volume increased 37 per- 
cent over a two month period with- 
out either reducing the gross profit 
margin or offering special sales mer- 
chandise. 

Finally, clerks were trained to make 
better use of selling time with cus- 
tomers and, whenever possible, to 
upgrade each sale to make it profit- 
able for the time used in selling. 

How was the upgrading performed ? 

To the customer who came in to 





buy a typewriter ribbon costing, for 
example, $1.50, the clerk suggested a 
special coupon book of 12 ribbons 
selling for $16.50, or another coupon 
book of the same number of ribbons 
selling for $30.25. The percentage of 
increase of the sale over the amount 
of the original proposed sale was 
1,000 percent for the cheapest ribbon 
and nearly 2,000 percent for the more 
expensive ribbon. 

Suppose the customer came in to 
get a set of manila letter-size guides 
costing $1.15. The clerk then sug- 
gested the possibility of his purchas- 
ing a set of metal tab pressboard 
guides (cost $5, percentage of in- 
crease about 400 percent), or another 
set package consisting of 25 division 
guides and 100 folders costing $9.90 
(an 800 increase). 

If the customer wanted a small 
stapler costing 98 cents, he also was 
introduced to a larger unit retailing 
for $4.10 (a 300 percent increase), 
and to a special stapler deal retailing 
for $12.50 (more than 1100 percent 
increase). 

Or say the customer's needs called 
for a dozen receipt books costing $2.- 
75. The advantages of a deal on 10 
imprinted receipt books (costing $25, 
an increase of 800 percent) and the 
even greater advantage of use of an 
Autographic register ($22 for the 
register, $35 for 5,000 register tickets, 
and 6 rolls of carbon at $3.60 for a 
package price of $60.60 and a poten- 
tial sales increase of 2,000 percent) 
were explained. 

On the four sales mentioned, there 
was an average potential sales dollar 
volume increase of about 700 percent 
on the least costly suggestion offered 
by the clerk, and an average potential 
increase of around 1500 percent on 
the more costly substitute proposed. 

Sales meetings were held with all 
inside personnel, outlining to them the 
variety of “package’’ substitutes which 
could and should be offered to cus- 
tomers. A simple sheet or card on 
which inside personnel could record 
their sales on a weekly basis and thus 
make their own analysis as to their 
individual sales efficiency was made 
up. These plus a slightly more com- 
plex analysis card for office use in 
keeping tab on office efficiency were 
all that were required to put the 
sales increase plan into effect at 
Latta’s. 
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WINNING TEAM: Each year, Santa delivers more Olivetti 
Lettera 22°s. That’s because they’re complete, feather-light 
and exceptionally handsome— available in blue, green or gray. 
This ad, appearing in the New Yorker and Fortune with 
appropriate copy, is nudging business and personal gift- 
seekers. Still $88 plus tax, retail—which includes full profit 


for dealers. Order now. Write Portable Division, Olivetti 


Sales Corporation, 580 Fif- Avenue, New York 36, N. Y. 





olivetti 


- + + for more details circle 150 on last page 





Picchione Gets 


State Post 

Nicholas Pic- 
chione, C. P. A. 
and president of 
Dome  Publish- 
ing Co., Provi- 
dence, R. I., was 
appointed by 


Governor Dennis 
J. Roberts to 
membership on 
the Rhode Island 
State Board of Accountancy. 

Mr. Picchione will serve a six-year 
term. He is the author of the ‘“‘Dome 
Simplified Weekly Bookkeeping Rec- 
ord” and the “Dome Short-cut Pay- 
roll Book.” 

He is past president of the R. I. 
Society of Certified Public Account- 
ants, and Providence Chapter of the 
National Association of Cost Ac- 
countants and past national director 
of the National Association of Ac- 
countants. 

He is also active in many other 
government and civic affairs and is 
a member of the American Institute 
of C.P.A.’s National Association of 
Accountants and American Account- 
ing Association. 





Picchione 


Binney & Smith Expands 

The Central Division offices of 
Binney & Smith, Inc., manufacturers 
of Crayola crayons, finger paints and 
other art and educational materials, re- 
cently were expanded. 

The division moved from the 
twenty-second floor of 221 North La 
Salle Street, Chicago, to the enlarged 
offices on the eighteenth floor of the 
same building. The modernization and 
expansion will facilitate the handling 
of increased sales and services in the 
states of Illinois, Wisconsin, Michigan, 
Ohio and Indiana. 

Russell J. McChesney, division 
manager, noted that, “The new offices 
are 50 percent again as large as the 
former ones.” 
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The National Office Furniture Association will hold its metropolitan New 
York area conference November 14-17 at Grossinger’s, N. Y. The conference 
will open with a luncheon Thursday and close on Sunday. The program will 
be conducted on Friday and Saturday mornings, and sports and social activities 
will be scheduled for the afternoons and evenings. The registrations are in 
charge of BERNARD NEMLICH, c/o Regan Office Furniture, 270 Madison Ave., 


New York 16, N. Y. 
* * * “ 


Continuing its program of stepped-up dealer aid, the Oxford Filing Supply 
Co., Inc., announced the addition of ANTHONY C. ImBuRGIA to the staff of its 
New York City dealer sales training school. Mr. Imburgia will be in charge 
of the twice-yearly dealer training school conducted at the company’s New York 
office. He also will do field research on product applications. 

* * * * 


An office equipment exhibit will be held November 21-23 at the San Hous- 
ton Coliseum, Houston, Texas. This will be the first exhibit of this type ever 
held in the Southwest, according to PHIL ALEXANDER, president of the Houston 
Office Furniture Dealers Association. The show, which is known as the Houston 
Business and Office Equipment Exposition, is being sponsored by the Houston 
association. 

2 * * > 

Dean G. ROWLAND CoL.iins of New York University’s Graduate School of 
Business Administration told 1,800 delegates to the President's conference on 
small business that more use should be made of the distribution resources available 
in the nation’s colleges and universities. The dean pointed out that institutions of 
higher learning are doing more work in that field than is generally realized. 

% * * a 


GRANT PEOPLES, IBM Corp., New York, has been appointed national chair- 
man for 1957-1958 of the membership committee of the National Office Manage- 
ment Association. JAMES F. FoLEy, Remington Rand, Inc., New York, was ap- 
pointed to the post of national chairman of the Systems & Procedures Committee. 
The 17,000-member association seeks to better management through the improve- 
ment of standards and techniques in the office. 

» 4 * * 


The Stuart Hall Co., Inc., Kansas City, manufacturers of packaged stationery, 
has announced the formation of a Stationer and College Book Store Division. A 
completely new and separate line of paper products has been developed for this 
market along with a new sales force which will direct its efforts to the field. 


* > * + 
A Western Area NOFA Conference was held November 1 and 2 at the 
Beverly Hilton hotel in Los Angeles. The theme of the conference was 


“The Ethics of the Office Furniture Industry.” A panel of four manufacturers 
and four dealers pursued the theme on the first day, and a panel of five indus- 
trial purchasing agents and five NOFA dealers discussed it on the second day. 

* * x * 


The first annual Eastern Commercial Stationery Show was held October 26- 
29 at the New York Trade Show Building in New York City. Many suppliers 
participated in the show which featured a variety of new products. HERB GRAY- 
SON, Ace Fastener Corp., served as general show chairman. 
* * * * 


JOsEPH MARX, Marx Stationery Co., Philadelphia; WiLL1AM HINTz, William 
Hintz, Inc., Reading, Pa.; and PAUL STEEVER, Office Equipment Co., Harrisburg, 
Pa., ware featured speakers at the October meeting of the Philadelphia Stationers 
Association. The three dealer members addressed those in attendance on 
several topics ranging from needs for new merchandise to cooperation between 
manufacturers and dealer salesmen. 
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YES ... there’s room 
for more profit 
in your store... 











with 
SAGINAW 
‘CHIEF 


EQUIPMENT 


Because more profits from increased sales result 
when display space is used more efficiently, insist 
on SAGINAW CHIEF equipment when modernizing 
or expanding. 

Engineered to take maximum advantage of exist- 
ing store space, durable SAGINAW CHIEF steel 
equipment provides the extra room needed for more 
profits . . economically . . . and in modern, 
customer-pleasing color and design. 


Learn how easily and inexpensively waste space 
can be turned to profit by writing for a free, illus- 
trated copy of “THE CHIEF REASON FOR INCREASED 
SALES.” 


SAGINAW 


STEEL STORE EQUIPMENT « fe 





A Division of Saginaw Industries 
73 2119 S. Jefferson * Saginaw, Michigan 
- - = for more details cricle 153 on last page 
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You |CAN | satisfy 
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|ieence 














Write for cataiog, 
prices. Buy from your 
nearby jobber. 
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TEA SENSBECA 


NOVELTY “CO., INC. 


















EE 52-54-56 Miller St., Seneca Falls 6, N.Y. 
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NEWS 


Gibson Art Co. 
Has New Facilities 

The Gibson Art Co., Cincinnat; 
Greeting Card publisher, has complet. 
ed transfer to its new facilities jp 
Amberley, a village north of Cincin. 
nati. 

The new Gibson manufacturing 
departments are housed in a single. 
level building which covers more 
than 10 acres. The building features 
a sky-lighted art department. The 
editorial offices occupy the ‘second 
floor, and the administration and 
business offices are located on the 
first floor. 

Convenient access is provided bya 
railroad siding, surrounding roads, 
parking areas and a heliport. An em- 
ployees’ cafeteria, located in a glass. 
walled, rounded projection from the 
front of the factory building, over. 
looks a wooded valley. One of the 
features of the landscaping is a 144 





The Gibson Art Co., Cincinnati Greeting Card 
publisher, recently moved into these new fo- 
cilities in Amberley, a village near Cincin- 
nati. 


foot sign made of living evergreen 
trees spelling out “Gibson Cards” to 
passing motorists. 

The new building was begun in 
1955. The shipping department unit 
was occupied in early 1956 and oc- 
cupancy of the production and of- 
fice portions was completed on June 
1, 1957, 





This new one-story structure, covering almost! 
an entire city block, has just been occupied 
by Kores Carbon Paper & Ribbons Mfg. Corp.. 
New York, N. Y. The new plant, located at 70!- 
725 Whittier St., has an ultra-modern plont 
for the manufacture of carbon paper, inked 
ribbons, stencils and related products. Com 
nected offices are completely air conditioned. 
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Boost your Christmas sales 
by displaying this best seller! 


Merriam-Webster is using the tremendous selling Check your stock and send your order in today. 
power of LIFE to tell your customers to “Give We'll make immediate shipment. G. & C. Merriam 
Merriam-Webster dictionaries this Christmas — Company, Springfield 2, Mass. 


the gift that really lasts!” 

Be sure you have plenty of stock on hand when 
this big, colorful advertisement appears in LIFE 
on November 21. Take full advantage of the LIFE 
advertisement by building mass displays of the New 
Collegiate in its eye-catching red jacket — together The only dictionaries backed by over 100 years 
with other Merriam-Webster dictionaries. of ‘spacigtinntion in detiomnay sang, 
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H. E. Smith Co. Under 
New Management 

Frederick B. Fisher has announced 
the acquisition of the H. E. Smith 
Co., Adrian, Mich. The Company 
produces art and mechanical drawing 
room furniture which is marketed na- 
tionally under the trade name HESCO. 


Mr. Fisher in the management of the 
company. H. E. Smith, who founded 
the company in 1936, will continue in 
a consulting capacity. 

Mr. Fisher formerly was general 
sales manager and assistant general 
manager of Sperti-Faraday,  Inc., 
Adrian, and Mr. Beebe was vice presi- 
dent and general manager of the F. W. 
Prentice Co. 





Melvin E. Beebe is associated with According to Mr. Fisher, 














NEW FURNITURE, OFFICE 
FIXTURES, STORE AND 
OFFICE EQUIPMENT 


Whether you are a manu- 
facturer, dealer or user .. . 
you can cut unnecessary cost! 


PADDED VANS 
OF 
North American 

Van Lines, Inc. 


— * CRESTON 
No eric DIVISION 


VAN LINES. inc. . 


—_ an 
t* 
~ 












HOW NORTH AMERICAN 
CRESTON DIVISION DOES IT 


HOW YOU SAVE MONEY 


SAVE . . . crate materials 
SAVE . . . crating labor 
SAVE . . . crate weight 
SAVE ... excess handling 
SAVE .. . local drayage 
SAVE . . . uncrating labor 
SAVE . .. excess space 
SAVE . . . crate disposal 
SAVE . .. time 


UNCRATED new merchandise is 
loaded directly into clean, padded 
vans and transported to your destina- 
tion when specified. Careful handling 
is assured because Creston Division 
is 100% liable for safe delivery of 
your merchandise. Get the FACTS. 
Write for folder and case histories . . . 





North American Van Lines, Inc., CRESTON DIV., DEPT. P, Ft. Wayne, Ind. 


Gentlemen: 


RUSH FACTS FOLDER & CASE HISTORIES 


Date 





NAME 
ADDRESS 
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policies of the former management 
will be continued, but the dealer or. 
ganization will be expanded and long 
range plans have been made for ad. 
ditions to the present line. 





Jobbers of the Kaycrest line of gift wraps 
received 1957 Christmas sample books from 
the manufacturer, Papercraft Corp., via West. 
ern Union messenger. Here one of the 2. 
inch thick, 3- pound books is delivered to 
Dan Lackner, sales manager of The Paper 
Products Co., Inc., Pittsburgh. More than 
three dozen new Kaycrest packaged products 
for 1957 are shown in the sample book, 


Royal McBee Boosts Prices 

Royal McBee Corp. increased prices 
on its Royal standard and_ portable 
typewriters on Sept. 1, according to an 
announcement made in August by H. 
C. Davis, vice president in charge of 
marketing. 

Mr. Davis said, ‘Continuing in- 
creased costs help us make the price 
increase of from 5.7 percent to 5.9 
percent mandatory.’ At the same time 
Mr. Davis announced that a new 
model, 11-inch carriage, electric type- 
writer was being added to the line. 





Smith, Bell 
tributor for Aetna Safe Co., New York City, 


& Co., Philippine Islands dis- 
recently celebrated its 110th anniversary 
with an open house in Manila, Luzon. 
Pictured at one of the displays is G. B 
Donlon, far right, Smith, Bell & Co. dem- 
onstrating a Hercules fire-insulated _ filing 
cabinet by Meilink Steel Safe Co. With 
him are, left to right, Jesus Zulveta, Presi- 
dent of the Philippine Institute of Account- 
ants; G. S. Licaros, special assistant to the 
Governor of the Philippine Central Bank; 
and Mrs. Belen Enrile Gutierrez, President of 
the Far Eastern University. 


1957 
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Appearance Always Counts 


hether your office is at the North Pole or Main Street, 
U.S.A., the appearance of your business letters counts a- 
plenty. That’s why appearance-conscious secretaries every- 
where insist upon Columbia Ribbons and Carbons to create 
that correct impression their office correspondence must have. 
Columbia Ribbon and Carbon Manufacturing Co., Inc., 
Glen Cove, N. Y. 


RIBBONS AND CARBONS 


CLASSIC « SILK GAUZE « MARATHON «+ COMMANDER 
PINNACLE ~ RAINBOW ° DH&D * TITAN 
This advertisement also appearing in the November, 1957 issues of MODERN OFFICE PROCEDURES, THE OFFICE and the De- 


cember, 1957 issues of THE SECRETARY and MANAGEMENT METHODS. 
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STEELGRIP CLIPS............ cc" 


Attractively displayed in their new, colorful, modern 
folding boxes, these clips will really sell for you. 
The Regular, or large size, are packed twelve to o 
box; the Junior, or small size, thirty-six to a box. 
Each size is a compact display, in blue and white, 
that will add beauty to your counter. 





Write now for prices.. Immediate delivery. 


cere L. D. Van Valkenburg Soseny eee 


HOLYOKE, MASS. 


Quolity Est. 1896 


Service 
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STILL TIME TO ORDER FOR HOLIDAY SALES! 


e Gpnerioa 3b y Barve gtté 


RETRACTABLE 
Ball Point Pen 


FAY 





® Top Button Action 


on: The LINDY Cavalier 
© Lustrous Pastels and Brilliantly 


Colored Barrels in High-Fashion 
Shades for Men and Women, 
Boys and Girls. 


of years of research by 
the Technical Dept. of 
LINDY PEN CO.,INC. 
originators of the LINDY 
Non-Refillable Ball Point 
Pen. It is only at this time 
when we can offer a 
Retractable Pen second to 


© Jeweler’s finish genuine Chrome 
Caps will not tarnish or turn. 

® Standard size LINDY Refill. 
Ink meets Gov't. Spec. TT-1-562. 


@ UNCONDITIONALLY Y 
Guaranteed. 


SPECIAL INTRODUCTORY OFFER 
TERRIFIC PROFIT FOR you! 


ANION 
DEALERS—Write for FREE Catalog on special ee eeber 
SET—Includes one (1) $1.69 LINDY Cavalier and one “9 
weight Pen in beautiful plastic gift box with free gift car _ 
TRADE DISCOUNTS! “GET IT FROM YOUR WHOLES 


to our non-refillable line 
that we offer the LINDY 
















DEPT. N 


i LINDY SALES CO. 
9601 W. Jefferson Blvd., Culver City, Calif. 


manufactured by 


a) 


ee eee 





r 7 


Lindy PEN CO. inc. 





“America’s 
Address 





Finest Writing Instruments” 


Buyer 
4 
‘ 


Zone. State 








City 


 —————————— 





Retractable Pen is the result 


none and equal in quality 


CAVALIER #690 to the public. 


—— 
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NEWS 


Stein Brothers Announce 
Personnel Changes 

Stein Brothers Manufacturing Co., 
makers of leather goods and luggage, 
has announced two changes in sales 
personnel. 

Mr. James W. Curran, who has 
represented the company in the Phil. 
adelphia-Baltimore-Washington _ terri. 
tory for the past two years, now will 
represent them in the six New England 
states with headquarters at Amesbury, 
Mass. 

Mr. Lester Brooks, who is presently 
living in Copiague, N. Y., is succeed. 
ing Mr. Curran in the Penn-Mar-Va 
territory. Mr. Brooks entered the sta- 
tionery field in 1943 when he opened 
his own store in Throgs Neck, N. Y, 
In 1950 he sold that store and opened 
one in Amityville, N. Y., which he 
ran until 1956, Until recently he was 
associated with the Stationers Guild 
of America as a traveling representa- 
tive. 


3M Announces New 
Promotions, Appointments 

Several new promotions and ap- 
pointments have been announced. by 
Minnesota Mining & Manufacturing 
Co., St. Paul. 

Richard G. Birkins has been pro- 
moted to sales supervisor of the 
Eastern ribbon division. Mr. Birkins 
has been with 3M since 1950 and 
makes his headquarters in Ridgefield, 
N. J. 
Robert C. Wells has been promoted 
to sales supervisor for the duplicating 
products division in six West Coast 
states. Mr. Wells joined 3M in 1951 
and has his office in San Francisco. 

Two region sales managers also have 
been appointed. James F. Higgins has 
been appointed region sales manager 
for 3M’s Thermo-Fax brand copying 
products in 23 Eastern states. James 
C. Greene has been promoted to 
region sales manager for 25 Western 
states. 

Two branch office managers also 
have been named. F. Karl Swenson, 
for 13 years office manager at the 
Buffalo sales office, has been appoint- 
ed office manager of 3M’s Atlanta 
sales branch. Succeeding Mr. Swenson 
at the Buffalo branch is Albert A. 
Breller, who has been assistant office 
manager there for the past three years. 
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What a group to sell from... 
All-New DAZOR Desk and Table Lamps 
g Co, 
‘Sage, 
1 Sales 
10 has 
> Phil. 
terri- 
Ww will 
ngland 
esbury, 
esently 
icceed- 
Mar-Va 
he sta- 
opened 
N. Y, 
opened 
ich he 
he was Lighting in keeping with this richly appointed office is supplied by Dazor’s For the desk occupant who desires unrestrict- 
Guild Swing-Arm Model 1056 on the desk anda Single-Arm Flexible-Arm Model 1058 ed control of light location and volume, the 
esenta inthe background. Finish of both is frost-green baked enamel over bonderizing, distinctive Dazor Floating- Arm Model 1057 
combined with brass; optional colors: frost-tan, statuary-bronze, gray or ebony. above is the answer. Its diamond-shaped base 
has beveled edges. Finishes are frost-green, 
frost-tan, statuary-bronze, gray or ebony. 
New Incandescents 
id ap- Here are the office lamps to give you a comprehensive line with Dazor 
ced by | quality all the way through. Fine executive-type lamps head the new 
cturing | group. Note the Dazor Swing-Arm model, combining high style with 
indirect lighting. There’s also a completely new Dazor Floating-Arm 
r pro- | model with compact reflector and diamond-shaped base. 
yf the 
my Broader Markets for You 
: an . . . 
efiahl Look, too, at the smart new Dazor decorative lamps that illuminate 
; and dress up the smaller desk, reception desk or table. Two are Flexi- 
noted bleArm models—Twin-Arm and Single-Arm. The other, a Rigid- 
icating Standard Dazor, matches the Swing-Arm model, promotes a dual office Simplicity of design and restful indirect light- 
Coast sale. Moreover, these models are just right for institutions, dormi- ing are characteristics of this Dazor Model 
. 1951 tories, motels, hotels, home TV rooms and dens. 1055. Finishes are frost-green, frost-tan, stat- 
asian uary-bronze, gray or ebony. It is a natural 
' 3 te for Swing-Arm Model 1056. 
o have | Air-Cooled for Comfort and Safety en 
ns has In every case a major feature of the new Dazors is the Air-Cooled 
anager Reflector—comfortable for the user to work with and safe to touch. 
opying Changing the light location involves no hazard. Full information on 
James the lamps is available from your Authorized Dazor Distributor. If you 
ed to need his name, write to Dazor Manufacturing Corp., 4481-87 Duncan 
/estern Avenue, St. Louis 10, Missouri. In Canada address Amalgamated 
Electric Corporation Ltd., Toronto 6, Ontario. 
s also 
enson, 
at the ONLY QUALITY FIXTURES COME FROM 
pom: THE MAKERS OF 
\tlanta 
yenson & 
on | Og OATING LAN 
ffice Zz OR FL KY Varied arm arrangements are possible with 
. Dazor’s Twin-Arm Flexible-Arm Model 1059. 
years. Finishes: frost-green, frost-tan, statuary- 
FLUORESCENT and INCANDESCENT bronze, gray or ebony, combined with brass, 
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Apsco Products Marks 
Golden Anniversary 

Apsco Products, manufacturers of 
automatic pencil sharpeners, is cele- 
brating its golden anniversary this 
year. 

The Rockford, Ill, firm produced 
its first sharpener in 1907. The three- 
blade unit was the forerunner for the 
millions that have been produced for 
commercial, school and home use dur- 
ing the intervening years. 

A. D. Farrell, vice president in 
charge of sales for Apsco, commented 
on the occasion by saying, “We're 
proud, extremely proud, of the fact 
that we have served the stationery in- 
dustry for over a half-century, because 
we feel that ours is the basis of all 
business. 


Moveable Partition 
Is Introduced 

In step with the advancement in 
modern office construction methods, 
a new, movable, space and labor saving 


partition has been introduced by the 
L. A. Darling Co. of Bronson, Mich. 

According to the manufacturer, the 
new partition, called the Workwall, 
suitable for offices and adaptable to 
various business establishments and 
schools, is the result of a long study by 
Darling engineers. 

The revolutionary feature of the 
Workwall is the fact that most of the 
usual office furnishings can be firmly 
attached to the partition or removed 
from it with a simple twist of a screw- 
driver without leaving any marks or 
scratches. Any executive, tired of the 
layout of his office, can change it 
around within minutes, according to 
Darling officials. 





This group of dealers and salesmen attended 
the five-day sales school held recently at 
Stockton, Calif., by the Dealer Sales Division 
of Remington Rand. 








829 YORK ST. 





NEW! SELF-SERVICE ISLAND 





FLEXO-SPACE the Sensational Self-Service Island is MAGICALLY increasing Sales 
for thousands of retail merchants. This amazingly low priced island gives you PLUS 
Sales because Self-Service makes it easier for your customers to shop. Every item 
is “easy to see — easy to handle — easy to buy". You'll sell more because you 
can display more. All your merchandise is alive with buying appeal. You can use 
FLEXO-SPACE singly for a promotional Island — or end to end in your main aisle. 
“Tested and Proved" to bring you more business in all departments immediately 
upon use. Use the magic of Self-Service to increase your Sales and Profits. Write 
today for Free Catalog on Self-Service Fixtures. 


Whsle. & Mfg. write for Special Dealer Promotional Prices. 


ADD SALES COMPANY 


FLEXO-SPACE 


GIVES YOU 
ALL THESE FEATURES 


* Self-Service 


Creates additional sales 
Speeds up service 


* Adjustable Shelves 


Display and sell all 
merchandise 


* 300% More Space 


Use only 12% Sq. Ft. of 
floor area. You get 50 
Sq. Ft. of selling space. 


MANITOWOC, WISCONSIN 
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NOMDA Head 
Appoints Committee 

President Harold Steinke of NO. 
MDA has appointed the association's 
Manufacturer Relations Committee 
for the current year. 

Robert Randazzo of Kansas City 
will act as chairman of the group, 
Wilbur E. Walker of Wichita and 
Edwin T. Feigle of Houston will 
serve with him. Mr. Radazzo has 
served on the committee for three 
years and Mr. Walker for two. Mr, 
Feigle replaces Gordon Miller of Los 
Angeles. 


New Firm Begins 
Operation In Michigan 

A new office furniture manufactur. 
ing firm, Horness Inc., began opera- 
tions in June at Three Oaks, Mich. 

The new company, which will act 
as a “feeder” plant, mainly for 
Browne-Morse Co., Muskegon, Mich, 
occupies the buildings formerly used 
by the Warren Featherbone Co. To 
get production underway immediately, 
about 60,000 square feet of the 144,- 
000 available was put to use to manu- 
facture aluminum chairs for offices, 
institutions and hotels. Special ma- 
chinery was shipped to the new plant 
from an affiliate firm in Ohio. 
President of the firm is Joseph 
- _ an , 





Horness 


Horness, who now heads the Browne- 
Morse Office Furniture Co. and Ohio 
Chair Co., Youngstown, Ohio. “This 
new manufacturing company,” Mr. 
Horness explains, ‘‘will help to relieve 
our Muskegon production facilities 
that are presently strained to capacity— 
often over capacity.” 
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snouxp THe AS 
WORLD IN is oe 
i0 DAYS! 


February 2-13 













More than 1000 Lines 






| 2 SHOPPING SUNDAYS 








. a/v® Fe ennual Dinner: Dance and Bingo Party ? 


The Gift World’s Largest Display of Glass & Dinnerware 


Eastern Manufacturers and Importers Exhibit, Inc. 
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NOMDA Adds 600 
New Members 

Six-hundred dealers joined the rolls 
of the National Office Machine Deal- 
ers Association in the recently com- 
pleted membership drive. This sur- 
passed by more than 100 the best 
previous effort by the organization, 

During the campaign the entire 
country was broken down into small 
areas with a chairman in charge of 
each. The many locals affiliated with 
NOMDA vied for the Liston Jack- 
son trophy, a prize that is awarded 
annually to the local making the best 
showing. Scores of other awards were 
presented to outstanding workers. 

D. L. Keeny, Jr., Dallas, Texas, 
president of the association, commen- 
ted, ““We certainly showed the folks 
what a little effort in the right di- 
rection can do. The fellows did an 
outstanding job and wouldn't let any- 
thing stand in the way of our success. 
They showed real true spirit, and I 
know they can enroll even more in 
the coming year’s drive.” 


3M Opens 
New Branch 

The opening of a new branch of- 
fice and warehouse in Cleveland was 
announced recently by Minnesota 
Mining & Manufacturing Co. 

Branch office manager R. L. Rus- 
tad said the new facilities are part of 
a program to extend and improve 
service to 3M customers in the area. 
The building has 70,000 square feet 
of floor space and is about double 
the space of 3M’s previous facilities 
in Cleveland. 


Modernization Show Set 

The Fifth National Store Modern- 
ization Show will be held in the 
New York Coliseum, June 23-26, 19- 
58, it was announced recently by Ex- 
position Management Corp., produc- 
ers of the show. 

As in the past, the show will be 
sponsored by the Store Moderniza- 
tion Institute, of which Mrs. John 
Evans is president. The Institute re- 
ported that a survey of retailers in- 
dicated overwhelming demand _ that 
the show be produced again. 


Business Executives 
Answer NOMA Survey 

What bothers office 
most ? 

The National Office Management 
Association has just completed a 
five-year study of the hundreds of in. 
quiries it receives every year from a 
membership of over 17,000 business 
executives. 

The study showed that the biggest 
single need is advice on business mac- 
hines of all kinds. This has ranked as 
the number one question in every 
year except 1956. It is tops again in 
1957, tied with “physiological fac. 
tors affecting office efficiency” and 
“salary and wage policies.” 

“Physiological factors” includes 
such things as air conditioning, color, 
Illumination, noise, temperature, ven- 
tilation and the like and their in- 
fluence on working efficiency. 

Among categories which apparent- 
ly bothered business men least over 
the year were payroll methods and 
rates, testing methods, supervisory 
philosophies and such items as ab- 
sentecism, lateness and timekeeping. 


exccutives 








No. 


Consists of beautiful African mahogany box, 9” x 12” inside, 


with palette, containing: 12 Studio 
oil, varnish, palette knife, 
instructions. Retails at $15.50 complete. 








12MJ “Malfa Jr.” Oil Color Outfit 


size tubes Malfa Oil 
Colors (4 x 1”), 4 fine quality brushes, turpentine, painting 
palette cup, canvas board, and 


Gite of Educational Value — 


and best-sellers the year ‘round 


COLOR OUTFITS 


The prestige and gift appeal of the handsome 
Weber painting outfits increases their popularity 
during the Fall and Christmas Season. You will be 
reordering them after the holiday, too, as they are 
in demand the year ‘round. Place your order now 
to assure an adequate supply, and feature prom- 


inently. 


IN A WIDE RANGE OF PRICES: 


OIL PAINTING OUTFITS 
WATER COLOR SETS 

PASTEL ASSORTMENTS 
PHOTOCOLORING SETS 
FABRIC PAINTING SETS 


Write for illustrated circular, 
price list and trade discounts 


F. WEBER CO. 


Manufacturing Artists’ Colormen Since 1853 


1220 Buttonwood St., 
PHILADELPHIA 23, PA. 
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writing 
papers 
that 

create 


a 
impression... 


create 
sales 


Introducing six individual notes to 
cover today’s entertaining: Brunch, 
Cocktails, Coffee . . . as well as 
Thank You, Change of Address 
and Party. Uniquely designed to 
produce sales. You can always 
expect Montag’s Writing Papers to 
create an impression. 


To retail at $1.00 


Mn nJ]eiG 2s 


Atlanta, Georgia 
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Hallmark To Market 
Foreign Language Cards 

The people of 10 European coun- 
tries—four of them behind the Iron 
Curtain—will be receiving Christmas 
greetings this year from friends in 
the United States, in their own lan- 
guage. 

Hallmark Cards, Inc., has announc- 
ed that it is expanding and extending 
the manufacture and marketing of 
foreign-language Christmas cards. The 
cards had been made on a limited 
basis by the company. 

A Hallmark spokesman stated that 
requests and suggestions by organiza- 
tions and individuals in this country 
interested in fostering American rfe- 
lations abroad prompted the move. 
The countries to be represented in 
the expanded line are Norway, 
France, Germany, Italy, Spain, Swe- 
den, Hungary, Poland, Lithuania and 
Czechoslovakia. The cards will be 
available in 27 designs ranging from 
religious motifs to the traditional 
symbols of Christmas. 


Birmingham Company 
Opens Third Store 

A family-owned business for the 
past 74 years, the Zac Smith Stationery 
Co., Birmingham, Ala., has opened 
its third store in the area. 

According to Douglas H. Russen, 
general manager and executive vice 
president, the move was made to keep 
up with the growth of Birmingham. 
His wife, Mrs. Daisy Dean Smith 
Russen, president of the company, will 
give her personal attention to en- 
gravings, invitations and other social 
stationery needs of customers of the 
new Homewood store, which she will 
manage. 


~ 


Illustrating promotion material planned for 
fall campaigns on Protectall Safes is John 
Mosler, executive vice president of the Mosler 
Safe Co. The company's manufacturers rep- 
resentatives recently attended a two-day 
special sales training session in New York. 


Deaths... 

Jesse DeBruhl Gardner, 60, vice 
president of Columbia Office Supply 
Co., Columbia, S. C., died on July 2g 
after being in ill health for several 
months. 

John C. Billman, 48, founder and 
partner of J. C. Billman & Co., sta 
tioners of Buffalo, N. Y., died on 
August 14. 

Hyman Moizman, 54, operator of 
a stationery and cigar store in Ridge. 
field, N. J. for the past 23 years, died 
on August 11 of a heart attack. 

Edwin F. Keplinger, Sr., 86, busi- 
ness machine dealer in New Orleans, 
La., died on July 31 after a brief ill- 
ness. Mr. Keplinger had been man. 
ager of the Monarch Typewriter Co, 
New Orleans, in 1905, moving a few 
years later to assume the managership 
of the Charlotte, N. C., office of the 
Remington Typewriter Co., following 
the merger of the Monarch and Rem- 


ington firms. He was later manager § 
and New; 
Orleans offices for that company. Inj 
1918, he established his own business ” 


of the Birmingham, Ala., 


in New Orleans. 





for-volume profits... 
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" and TYPEWRITER RIBBONS 


is the RIGHT line 
to feature 


Top profit for you is assured 
because the name WRITE 
guarantees top quality and 
top performance for your 


Have You 
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Ordered Enough? 


Do Not Underestimate 
Increased Sales... 

48 Models—Price 

Range $3.45 to $124.95 


CRAM Quality GLOBES 


Cram’s New Modern 
World Atlas 


It’s no 
repres¢ 
... on 
ences. 

collec’ 
market 
Betz, 

and w 


Panoramic Map of 
the World 
49x35 full color 


United States Map. . 
49x35 full color 


World Atlas 
s 9x12—34 pages 
Sf ry) See Cram’s Catalog 67 and supplement 


THE GEORGE F. CRAM CO. INC. | 


730 E. Washington St 7 


customers. 
Easy-to-handle WRITE carbon papers 
make more copies, make cleaner carbons, 
and are more economical to use. 
WRITE typewriter ribbons produce clear- | ¥ 
est, crisp, uniformly sharp letter — and last i 
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a long time, too. 
Make certain of your repeat sales and cus- 
tomer satisfaction by featuring this sales- 
boosting line. 

“When it’s WRITE it’s RIGHT.” 


Promptest deliveries, always. Send 
for samples and discounts today. 








WRITE 420 Lexington Ave., New York 17, N. Y. 
INCORPORATED Factory: Bridgeport, Conn. 
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It’s now a recognized fact! The teen ager 
represents a multi-billion dollar market 
_.. one with definite tastes and prefer- 
ences. Here is the original leatherette 
collection to appeal directly to this 
market. Created and designed by Betty 
Betz, whose name, delightful cartoons 
and writing style are outstanding and 


*A SMITHCRAFTED EXCLUSIVE 


established favorites in the world of the 
teen ager, this line has captured the fancy 
of countless youngsters. Although copies 
of these products have appeared, the 
teen ager has not been fooled—the orig- 
inal Betty Betz line is still far out front 
in sales—first in demand all over the 
country. 


popularly priced from $1.00 to $3.00 


4 My MEMORY BOOK | 


#) f 
, wt} 
& A 


Showrooms 225 Fifth Ave 


THE S. K. SMITH COMPANY 


2857 NORTH WESTERN AVENUE 


CHICAGO 18, ILLINOIS 


N_Y 122 Mdse. Mort, Dallas 


INSIST ON 


ORIGINALS 
BY SMITHCRAFTED 









Ge 





Each item fea- 
tures Miss Betz’ 
cartoons and 
teen-wise titles 
embossed in full 
color against 
a variety of rich 
backgrounds 
Many teen 
agers are mak- 
ing it ao point 
to obtain 
every itemin 
the collection 





NEW PRODUCTS... 


Accounting Machine 


A completely automatic, high 
speed accounting machine with 
two registers, a typewriter key- 
board and other time-saving fea- 
tures has been announced by 
Olivetti Corp. 
The company says that four sep- 
arate accounting programs or se- 
quences are continuously and in- 
stantly available through a unique electrified program s¢lector 
located on the keyboard, providing instantaneous program 
shift. The Audit 302 is priced at $2,580 plus $141.90 F.E.T. 


(Continued from page 20) 


Office Furniture 31 


A new concept in office furni- 
ture design has been introduced by 
the Robert John Co. 

The new concept embodies un- 
limited flexibility of arrangement 
plus broad color selection of both 
formica tops and wood base units. 
The line also offers custom cabinet 
work, oak interiors and a unique 
floating base, available in both 
solid brass and brushed chrome 

In addition to the modular desk combinations there are two 
groups of conference tables, 26-inch high full suspension files, 
wall cases of varying sizes and a full line of occasional tables 
that complement the line. 


‘Now 
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DRAFTING TABLE 


built with the meticulous craft: 


for which ANCO ha 


Superbly designed steel base drafting table 
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~e> ANCO WOOD SPECIALTIES, INC 


Crayon Holder 

Alvin & Co. claims that its new 
Mark I push-button mechanical crayon 
holder is exceptionally light in . Sa 
weight but strong and durable. The 
Mark I is devised for one hand ad- 
justment and has a knurled finger 
grip which prevents slipping. It is recommended for artists 
doing sketch and layout work or heavy marking jobs on wood, 
metal, glass, cement, rubber, plastic and other materials. 


Date Bank 33 


A desk set which combines the 
Banclok Date-Amount Bank with 
a tapered ball-point pen is avail. 
able from Leecraft. 
The bank reminds the owner to 
i save a quarter a day or the per. 
Km petual calendar won't change 
dates. It also records total savings. The pens take standard 
refills, and the set retails at $3.99. 


Note Cards 34 

Nile Running Studio of California 
has available new note and invitation 
cards which feature 16 humorous 
designs. 

The cards retail at 5 and 10 cents 
and some are available in $1 gift 
boxes. 
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5 THE FRENCH DEPUTIES ROARED 


As the Bill to allow women to 
vote was up for a roll call and 
one member pleaded Everyone 
knows there is only a tiny differ 
ence between man and woman! 


When You Compare 
the Old Style 3/4” —<« 
Index Tabbing with \ 


AC's NEW 1/3” Typerite INDEX TABBING! 


The Difference is Only 1/24” 

%" The Thickness of a Thin Dime! 
BUT YOU SAVE 56°/, TYPING TIME 
The Tabs & Inserts Are Typewriter Spaced! 
/ Typists use the line space lever, no soft 

















» roller is required. 

Shown Above. Note This Ad 

how the differance is Dealers Please Note: ts being 
A run in Management ethods, odern 

hardly noticeable. Office Procedures, Office Management, 

& The Office to help you sell Aico’s 

1/3” Tabbing: Stock Up Now! 


44-16 23rd St., L. 1. City 1, N. Y. 
INDEXES 426 S. Clinton St., Chicago 7, Ill. 
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. IM REAMS. 
' Satisfy ve ws Screed 
M labels pee ~ 








your 
Customers’ | iat 
multiple | Sees 
mailing 

needs * 


- CARBON SETS 
W | For follow-up mailings, 
suggest Dennison Car- 


bon Set Labels — 4 
sheets of couponed 


label paper collated 
e with 3 sheets of one- 
time carbon, 33 tabeis 


(2'%s x '%s") on a 
sheet. White only. 


Dennison 
Line of 

_ Addressing 
Labels 





For complete information | Gry. 


write: S) 
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Flip Reminder 35 


“Flip the Cover. Fill the Glass” 
is the rather intriguing, but some- 
what puzzling caption material with 
the new flip reminders by Robinson 
Reminders. 

The item is listed for use as a 
bridge prize or inexpensive gift re- 
tailing at $1.00, but the manufacturer 
feels that the real volume will de- 
velop as a Christmas give-away for 
the advertiser. 





Paper Clipper 36 

A new item specially design- 
ed for those who spend a great 
deal of time clipping ads, ar- 
ticles, editorials and the like 
from publications has been in- 
troduced by Una Industries. 

The Paper Clipper is approx- 
imately the same size as an or- 
dinary desk ruler. The manu- 
facturer claims the clipper is light, easy to use and safe. A 
10-page article can be clipped out at one time, for example, 
and all come out with a straight, clean margin. It is especially 
useful where scissors cannot be used and where razor blades 
will cause serious damage to magazines, desks and fingers. 
It retails at $1.50. 





Rolimaster Display 37 


A metal point-of-purchase display 
showing the six colors of its new 
MAYCO Rollmaster is being offered 
to dealers placing an initial order for 
12 Rollmasters by the Mayer Manv. 
facturing Corp. 

A special extended flat tray pro- 
vides a space for a sample Rollmaster. 
The display gives the customer a 
chance to examine the item, explains 
the sales features and shows the full. 
range of color. The display covers 
an area of only 4 by 12 inches 
The continuous roll memo pads are available in the six most 
popular telephone colors. The Rollmaster retails at $2.98: 
slightly higher west of the Rockies. 





Desk And Chair Set 38 

A steel desk and chair set in 
modern matched colors has been 
introduced ‘by the Marnay Sales 
and Manufacturing Co. 

These units were created to af- 
ford both drawer space and work- 
ing surface area where office space 
is limited. The offering features 
an indestructible Nevamar desk 
top with wood-grained finish to 
provide a smooth writing surface, 
according to the manufacturer. It measures 30 inches wide by 
18 inches deep by 27 inches high. 










LISTO, LISTO... 
who’s got the 


LISTO? 


When customers come looking, 
you'd better have Listo Marking Pencils. 
Everyone uses some kind of marking 
device. Most people prefer Listo 
because a Listo Marking Pencil makes 
a clear, bold mark on any surface. 
Listo ads say... “‘available at stationery 
stores everywhere.” 


Keep a stock on hand. 





co: 


LO\ 





STEADY REPEAT BUSINESS! 
Listo Refills in 6 colors: 
Black. Red, Blue, Green, Yellow, White 





LISTO PENCIL CORPORATION, ALAMEDA, CALIFORNIA 
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{ Bulman_] 


GRAND RAPIOS 


Bulman 
COSTS LESS 


Does more for old or new, 
small or large stores... 


cosTS LESS TO BUY 


Efficient mass production keeps costs as low or 
lower than less versatile lines. 


cOSTS LESS TO MAINTAIN 


Greater strength, better finish, variable pitch 
shelves give much longer, much better service with 
less upkeep. 


LOW DOWN PAYMENT FINANCING 


You get the fairest, easiest terms right from Bulman. 


FACTORY GUARANTEED 


Bulman stands behind every installation to assure 
profitable satisfaction. 


INDIVIDUALLY PLANNED 
for greater RESULTS! 


The Bulman Engineer helps you with location, floor 
planning, lighting, color styling, stocking and mer- 
chandising that he knows will pay off for you... 
with a 


31.2% SALES INCREASE 


National average for Bulman-equipped stores 
proves Bulman Produces! 


Write, wire, or call Department MS-117 


THE Bulan CORPORATION 


Grand Rapids 2, Michigan 


BULMAN OF CANADA (STORE EQUIPMENT, LTD.) 
4984 Dundas St., W.; Toronto, Ontario, Canada 


World Leaders in Self Selection Equipment 


Aipp\ Tie LEADS AGAIN! 


Rippl-Tie 
RIBBON CURLER 





GIFT 


N 
D) 4 » a 7 









CURLED 


FOR FANCY BOWS 


DISPENSES RIBBON 


FLAT 


FOR PACKAGE TYING 





PATENT 
APPLIED FOR 


$p50 
ONLY 


This brand-new Rippl-Tie gift ribbon curler makes 
fancy wrapping quick and easy for anybody... 
saves time . . . saves space . . . cuts ribbon waste. 
You can make stock bows in spare time! 


Sturdy and compact, this combination curler 
and spool holder is made of solid steel rod, has no 
moving parts, measures 13” x 6” x 4”, fastens se- 
curely to counter or wall. 

Rippl-Tie, the quality leader, is more than ever 
the line to feature for store use and to sell for top 
profits! 

Save on inventory. Quick service to any location. 
Eastern Plant — Clifton, N. J.; Midwest Plant —Chicago, Ill. 
Western Plant —Salinas, Calif. 

Rippl-Tie Products Co., 1934 N. Washtenaw, Chicago 47, Ill. 


Aipp\ lis % prooucts 


AVAILABLE ONLY THROUGH 
WHOLESALERS 
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NEW PRODUCTS ............. 


Storage Rack 


The “Budget Storage Rack’ has 
been added to the shelving line of 
the Burroughs Manufacturing Co. 

The light duty shelving is used 
mostly for household and garage stor- 
age, and the company is promoting its 
low cost. All units are 72 inches 
high and 36 inches wide and available 
in 12 and 18 inch depths. The appear- 
ance of the unit is enhanced by an 
electrostatic, baked-on, gray enamel 
finish. 


Portable Typewriters 

a The new 1958 Underwood Gol- 
den-Touch portable typewriters 
come in six vivid resort colors de- 
signed to catch the eyes of teen- 
agers and color-conscious adults. 

The new portables are available 
in Caribbean Green, Banff Blue, 
Driftwood Beige, Hot Coral, Aztec 
Yellow and Spanish Gold. The 
cases are charcoal gray. The port- 
ables have separate set and clear tabulation keys and improved 
touch tuning. They are available in three models ranging in 
price from $79.50 to $127.50. 


Collator 


A new eight-station collator that 
handles any sheet from 5 by 7 
inches to 11 by 14 inches and 
collates paper from nine pound 
manifold to 110 pound ledger is 
available from the Cummington 
Corp. 
The collator, Model 85A, has 
an automatic, self-adjusting, vacu- 
um paper feed. It gathers up to 
eight sheet sets at the rate of 
16,000 per hour. The paper supply can be replenished without 
turning off the machine. It is available with a self contained 
stapling unit and is equipped with casters for inter-office 
mobility. 


Jogger Attachment 42 


An attachment has been announced 
by Harvey Engraving Co. that con. 
verts their “Jog Air’ paper jogger 
from a flat to an angle-top jogger in 
a few seconds. 

According to the manufacturer, 
proper placement of the 17 by 17-inch 
slanting surface over the air hole in 
the table top permits the pulsating 
air blast té sift through the holes in 
the perforated sides of the angle bin. 

This helps separate sheets and reduces friction of one sheet 
against < Insertion of a 17 by 22 inch cardboard per. 
mits jogging of sheets that size. Larger models can be made 
to order. 


' DESIGNED TO BE BETTER 


C9 48/75 


=P etoloh\delo]= 


FOR THE FIRST TIME AT POPULAR PRICES 


ee practical table designed for multi-unit installations: 


— 
aati 


ANCO WOOD SPECIALTIES, INC. 71-08 80th Street, Glendale 27, New York 
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Pat. Pending 


2 © 
THE HANGING FOLDER WITH ADJUSTABLE METAL TAB 


Finger Tip Control for 
“filing and finding © 














Just one demonstration proves the facility, ease and 
accuracy of filing and finding with Guide-O-folders. Gone 
are the days when file clerks had to push and haul sagging 
overloaded folders to file and find correspondence. Guide- 
0-folders simply glide along on the metal frame. The metal 
strips are anchored securely to Guide-O-folders, hence they 
cre always in position. The adjustable metal tabs are 
slanted at a 45° angle for better visibility. 

Feature Guide-O-folders in your sales work. Write for a 
sample today. 


A complete line of Filing Supplies, 
“TRANSFILE" Fibreboard Transfer Files 


Quide.O.tiay 


STEEL DESK DRAWER UNIT 





Made to fit the lower 
deep drawer of all 
standard desks. Using 
this unit, the desk 
worker always has 
important and vital 
data at the finger tips 
—always in an upright 
position. Instantly 
available and _ instantly 
teplaced. The unit con- 
sists of a metal tray 
and 25 Guide-O-folders 
complete with adjust- 
able metal tabs and an 
assortment of inserts for 
tab headings. 


=> 


Guide System & Supply Co. 


335 Canal St. New York 13, N. Y. 
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Just about Everybody’s a Prospect! 
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Gide 
KEY-DRAWER 


Fits desk drawers or file cabinets— 
and just about anybody’s pocketbook! 








A window display that will pay and pay and pay! 


From your display windows, Key-drawer will literally sell 
itself — and definitely lead to profitable sales in other units 
of the KE-MASTER System of Key Control. The 
KE-MASTER System is designed throughout to regiment 
keys simply, safely, conveniently. 

Key-drawer is available in three sizes of 40, 80 and 120- 
key capacities, and in crackle-finish colors of modern gray, 
light green and soft tan. With a handle it becomes a portable 
unit. Dummy keys and window 
display card are supplied with 
Key-drawer at no extra cost. 

Displayed in your windows, 
Key-drawer is bound to excite 
interest, and further provide 
you with the opportunity to 
sell Key Boards and Key Cab- 
inets in capacities ranging 
from 60 to 800 keys. 

Cabinet models with Yale locks for up to 800 keys, with card index 














per ee ree ee —_—"es oe ee owe LOE HNN, 
CUSHMAN & DENISON ! 

MANUFACTURING COMPANY | 
| 625 EIGHTH AVENUE, NEW YORK 18, NEW YORK | 
| Please forward complete KE-MASTER Catalog and discount sheets. | 
| Name | 
1 nag I 
I City. Zone State. | 
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Desk Calendar Feature 43 


Patented “Snap-on” arch is a 
feature of Ever Ready’s arch-type, 
loose-leaf desk calendars for 1959. 

The new device makes removal 
and replacement of refills a simple 
press-in operation. The arch locks 
into position and can be removed 
by lightly squeezing the holding 
clip under the base. 





Copying Machine Pencils 44 

Joseph Dixon Crucible Co. has 
begun marketing a new line of 
pencils for use with all types of 
copying machines under the trade 
name, “Fax.” 

The entire Fax line, consisting 
of both reproducing and non-re- 
producing pencils, is packed in 
modern colors making for easy 
identification. 


Desk Nameplate 45 


The Heyer Corp. is currently in- 
troducing its new line of individual- 
ly and permanently engraved desk 
nameplates. 

The nameplates are made of lami- 
nated bakelite and walnut grained 











formica with bright, clear Gothic lettering. The lettering jg 
permanently engraved on the nameplate so there is no pos 
sibility of letters fading, washing or rubbing off. The name 
plates are available in four different styles. 


Addressing Machine 4 


Du Prints, Inc., has available 12 
models of its new Rena Super 200 
hand-operated spirit addressing 
machine. 

The machine is available in 
types from a simple hand roller 
model to an electronic selector 
model, operated electrically. The 
Rena machines feature a specially 
patented plastic reusable frame, available in five assorted 
colors. The 12 models are priced from $19.50 to $4,750. 





Gift Wrap Roll 47 


A continuous roll of gift wrap with 
a built-in cutter and dispenser bar 
is available from the Crystal Tissue 
Co. 

Each Easy-Cut roll is 26 inches 
wide, cellophane wrapped and pre 
priced at 98 cents. The rolls are avail- 
able in decorated paper and brightly 
printed foil. Twenty-four roll assort 
ments are available with colorful 
stand-up display cabinets for use as 
floor or counter merchandisers. 








This unique new Regency Catalogue... 


features 





new 


striking 
faces 


Regency offers superior Heliograving* with all 


these advantages: 

*(not to be confused with engraving) 

greater sharpness and clarity of letters 

new effects with superimposed and angled letters 
joined letters in the most favored scripts 

speedier production for prompt delivery 
superior craftsmanship at an amazingly low price 


FREE: Completely New Flower Wedding Line Catalogue features:— 


exclusive new scripts ® wide selection of ever-popular styles ® postpaid 
shipment within two days of order @ liberal 50% discount 


For your FREE copy of the new Flower Wedding Line Catalogue, address your request on your business letterhead to: 
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REGENCY THERMOGRAPHERS, 28 West 23 Street, New York 10, N.Y. 
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Here's Your Winning ‘Hand 


CHRISTMAS GIFTS! 
















GIFT OF 
1,000 GAMES 100 interlocking 
chips, 5 dice, 1 deck of cards, 4 
cribbage pins, cribbage board. Com- 
pact, attractive, “different.” 










Complete Line 
of Low-Cost 


PLASTIC POKER CHIPS 


3 sizes. In bulk, chipboard box or 
clear plastic box. 


Low-Price, Quick-Sale 


REVOLVING 
POKER CHIP RACK 





re) WRITE TODAY FOR COMPLETE INFORMATION 
FES icrory MANUFACTURING CORP. 


vVicTORY OF CHICAGO 1738 West I Wadelels tetas 












Deluxe, 
Exclusive Design 


A =| MEMBER \Plastics Housewares Mfgrs. Assn Estoblichk oa POKER CHIP RACK 


i/National Housewares Mfgrs. Assn 


¢ Chicago 12, tllinois 
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HIGGINS HIGGINS 































4415 
Waterproof Black 


The International 
Standard of Excellence 
For general use on 
Paper and tracing cloth. 


4425 
Non-Waterproof Black 


For fine line work 

and washes. 
Removable from plastic 
film by water. 






WITH THE QUALITY AND PERFORMANCE 
ONLY THE NAME HIGGINS CAN ASSURE! 


You've sold 4415 and 4425, now sell 
4435 and 4445 and supply the complete 
he E answer to modern graphic needs. Made 
ne HIG Gils } in the same tradition, they guarantee 
' the same customer preference with 
repeat sales and assured, 
increasing demand. 


The basic 
oni HIGGINS } : 
INK CO. INC. Sagan 
271 Ninth Street, Brooklyn 15,N. Y. a 
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4435 
Waterproof Acetate Black 


For use on plastic film 
and water-repellent 
drafting surfaces. 







Waterproof Super Black 


A high intensity ink 
for art work with 
brush and pen. 


















THEY'LL BUY 
BOSTONetle 


s 
Pencil Sharpeners 
red—yellow—pink 
Newest, smartest sharpener for home and office 


e@ they'll STOP—the brilliant 
self-merchandising package is 
a traffic-stopper 


e@ they'll WANT it—it’s beau- 


tiful, modern, decorative, 
strong, practical and inex- 
pensive 


they’1l BUY it—on the spot 


they’ll TALK about it— 
mounts upright or on wall— 
has famous Speed Cutters— 
Guaranteed one year. 


ORDER NOW 





C. HOWARD H U NT 
PEN CO. 


CAMDEN 1, N. J. 





Also manufacturers of SPEEDBALL 
pens and products 


for more details circle 137 on last page 





DR. LAPP... 


(Continued from page 33) 

before a man has sufficient trade 
and product knowledge, particularly 
for outside selling. This “sentence” 
at (prevalent) wages will discourage 
a large number of potential sales- 
men from seeking employment with 
your company. 

Figure out some way to reduce 
the on-the-job experience by means 
of an organized formal training pro- 
gram. Such an investment will in- 
crease sales effectiveness and attract 
higher caliber salesmen. 

Require your salesmen to go 
through trade publications such as 
this magazine and then to turn in 
an outline of information they have 
found helpful. 

Utilization of Manpower. Set a 
work pattern for each employee to 
follow. For example, for outside 
salesmen designate the number of 
calls to be made, total orders re- 
quired and average size of sale that 
must be achieved if their time is to 
be utilized properly. 

Motivation of Salesmen. Review 
periodically the compensation re- 
ceived by each employee. There are 
other factors, such as prestige, pow- 
ef, opportunity and praise, which 
are important motivating factors, 
but none is as powerful as way and 
method of payment. 

Give exceptional employees with a 
period of faithful service an oppor- 
tunity to acquire a financial interest 
in your business. 

Expense Control. You can’t buy 
your way to success by just spend- 
ing money with no regard for results 
obtained. It is increasingly impor- 
tant that each expense item be ques- 
tioned but not arbitrarily slashed. 
Failure to give attention to inven- 
tory control and the granting of credit 
could prove the undoing of some com- 
panies. 

Introduce labor saving devices for 
reducing labor costs involved in such 
activities as order handling, ship- 
ping and clerical work. 

The decisions you make during 
the remainder of 1957 and 1958 may 
well give you the answers necessary 
to remain competitive. The right 
answers to many of the problems 
posed here might well mean the dif- 
ference between making or not mak- 
ing a profit. 


DELBRIDC: 
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RAIN or 
SHINE... 








PREFER Ed-U - Cards 
Always Sq Cee 
Something He \ (rrr 
NEW F : 


Children’s 
Educational Games 25c 


Ed-U-Cards Mfg. Corp. 


13-05 44th Ave., Long Island City 1, N. Y. 
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BAINBRIDGE — Your Service Wholesaler 
OFFERS YOU THESE ADVANTAGES: 


1. BY CONSOLIDATING YOUR PURCHASES WITH BAINBRIDGE; YOU SAVE TRANSPORTATION 
COSTS AND REDUCE YOUR OPERATING AND LABOR COSTS. 


2. BUYING FROM BAINBRIDGE, YOU BALANCE YOUR INVENTORY AND ARE ABLE TO REN- 
DER A MORE EFFICIENT SERVICE TO YOUR CUSTOMERS. 


3. BUYING FROM BAINBRIDGE, BALANCING YOUR INVENTORY, YOU CAN REDUCE YOUR 
CAPITAL INVESTMENT—HAVE MONEY FOR OTHER PURPOSES. 


Dealers in North Carolina, South Carolina, Tennessee, Florida, Georgia, Alabama and Miss- 


issippi served by 
BAINBRIDGE-SOUTHERN, INC. 


_ 19 Hasell St. Charleston 2, S. Car. 
Dealers in Maryland, Delaware, Pennsylvania, Virginia, West Virginia and District of Columbia 
served by 

BAINBRIDGE-MARYLAND, INC. 

_ 145-155 N. Haven St. Baltimore 24, Md. 
Dealers in New York, New Jersey, New England, Middle West, Southwest, Pacific Coast and 
Export served by 

Ik A\ BAINBRIDGE, KIMPTON & HAUPT, Inc. 
fy 218 Greenwich St. New York 8, N. Y. 


inc. 


COMPLETE STOCKS AND SERVICE FOR DEALERS ALL OVER U.S.A. 
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IN EVERY INCH 
Of Every Fritz-Cross Chair! 


You can buy reasonable chairs from Fritz-Cross, 
but not “cheap”’ chairs. They can't be the cheapest 
because the material that goes into them. . . 
andthe craftsmanship . . . are never less than fine 
quality. Every F-C model is a top-quality product 
from casters to cushions; they look it, they prove 
it. Yet every F-C chair can be sold asa real value, 


giving your customers the most for their money! 


If you don’t have the current Fritz- 


Cross catalog, write for your copy 


300 EAST FOURTH STREET 
ST. PAUL 1, MINNESOTA 


FA THE FRITZ-CROSS CO. 
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FORCE Model 
400 and 450 ( 
aters fill the ’ 
needs of offices, JAN23°ST 
banks, insurance companies... 
move fast, earn high profits. 
Model 400 dates in small 
spaces; date changes with 
stylus. Model 450 has bold day 
figures; month changes auto- 
matically after 3 Ist day change. 


Write for catalog, 
Dealer Discounts. 


NOV 26 1970 


WM. A. & CO., Incorporated 
Roe" 216 Nichols Ave 
a a Brooklyn 8, N.Y 
v 


Sales Offices NEW YORK e CHICAGO e« SAN FRANCISCO 


¢ MONTREAL 
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Sales are lisdiide. | 


The popular sLaxesctee Trav-L-Game 


KIT O THREE 


A new idea in games has scored a hit. The 
colorful Trav-L-Game Kit O’ Three features 
all three popular Blakeslee games, Trav-L- 
Bingo, Trav-L-Derby and Trav-L-Bingaroo 
with pencils. This eye-catching, compact kit 
is a winner . . . and sells for the magic price 
of $1. Wonderful Christmas gift idea! 


Write for our catalog f 


cL. SCOTT BLAKESLEE & ASSOCIATES © Travel Game Publishers 


BOX 174 GRAND RAPIDS, MICHIGAN 
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Travelers Notes 


Notes To You From Lucky Seven 


CHARLIE CORDRAY Correspondent 

Harry Bergquist, formerly with Standard Boorum 
and Pease, has come out of retirement and has taken 
position with the Poucher Printing and Lithographing 
Co. in Minneapolis. And Al Collatz, formerly of Car. 
ters, has moved back to Minneapolis and has taken a 
position with Pitney Bowes. 

Mrs. Ben Gustafson of A & E Supply Co. in 
Duluth, Minn., died recently. Another sad note: The 
mother of Bob Brown, governor of district 7, also pass- 
ed away recently. 

We also extend our sympathies to William Mears 
of Farnhams on the passing of his brother. And we were 
all shocked to hear of the plane crash that was fatal to 
Willard Dickerson, his sister and his father-in-law. Mr. 
Dickerson was a partner in business with Marion Mus- 
grave, General Office Supply, Sioux Falls, S$. D. 

We are sorry to hear that Ned Safford’s mother has 
been ill. We extend our wishes for speedy recovery. 

The golf tournament held August 27 at the South- 
view Country Club in South St. Paul was successful, with 
a registration of 129. Bud Caruso, president of North- 
west Travelers, claims it was the biggest tournament we 
have held in 25 years. 

Herb Walsh from Ace Fastener, Clem Clemons, 
president of the Great West Travelers, Cort Horr from 
Associated Stationers in Chicago, Roy Clarke, retired 
Webster man, were seen reminiscing with some of their 
former cronies: Jack Haglund with Browne-Morse in 
Chicago, Marion Musgrave of Sioux Falls, Ed William- 
son, manufacturers representative from Chicago and Ted 
Scharnhorst, manufacturers rep. from Kansas City. 

The officers held a brunch early August 27 to dis- 
cuss plans for the District 7 convention to be held in 
Minneapolis. Bob Brown, governor, and Vice Governor 
Howard Schaub are secretive about those plans but 
guarantee a bang-up convention. 

Bob Hughes of Minnesota Mining received a silver 
cup for low net. Another cup was given to champion 
Norman Johnson of Cranes Office Supply for low gross. 

Saturday evening, Dec. 7, 1957, the Northwest 
Travelers will hold its annual Christmas party in the 
Regatta Room, Calhoun Beach Club, Minneapolis. The 
District 7 NSOEA Regional Convention will be at the 
Leamington hotel June 2-4, 1958 (Minneapolis). 

News From The Friendly Fifth 
PAT PATTERSON — Correspondent 

West Virginia Office Equipment Dealers have 
scheduled the last meeting of the year for Saturday, Oc- 
tober 26, at the Ruffner Hotel in Charleston, W. Va. 
Petticoat chief Ellen May announces that the featured 
speaker will be George W. McKinney, ass’t. of the Fed- 
eral Reserve Bank of Richmond, Va. Annual election of 
officers will be held. 

George Reed and Robert Stewart have purchased 
Consolidated Printers and Stationers, Middletown, Ohio, 
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from Charles Harmon. Mr. Reed was formerly vice 
preside ent of Foster Bodman Co., Akron stationers. 

John Geese, for many years with Eriksen’s, Inc. 
Colum bus, Ohio, has gone into business for himself as 
John W. Geese, Inc., at 3293 North High St. in Colum- 
bus. Corninne Hendricks, also an Eriksen’s veteran, is 
associated’ with Mr. Geese in this enterprise. 

Richard Bradbury, formerly with Ruby Office Sup- 
ply Co., Detroit, has started his own business, Grand 
River Office Equipment and Supply Co. at 26514 Grand 
River Ave. in Detroit. The welcome mat is out for all 
travelers. 

Yakes Office Supply Co., Grand Rapids, Mich., has 
closed the downtown store and will operate out of the 
store and warehouse at 449 Bridge St., N. W. 

Bea and Ed Nelson, Oxley Typewriter & Office 
Supply Co., announced that they have moved to new and 
spacious quarters at 126-128 East Wayne St. in Fort 
Wayne, Ind. A formal grand opening and open house 
was scheduled for October 19. 

The W. E. Turley Co., Detroit, Mich., recently mov- 
ed into new and modern quarters on the first floor of 
the Curtis Building. 

Miss Mickey Booden has been appointed store man- 
ager of Kykema Office Supply Co., Kalamazoo, Mich. 
With the firm 12 years, she is the oldest employee from 
point of service. Miss Booden is a very active Gray 
Lady—she works at the Kalamazoo State Mental Hos- 
pital and with the Red Cross Bloodmobile. An orchid 
to this wonderful gal. 


Try the Howard Monogramming- 
Personalizing Machine for a 


FREE two-week trial loan. Try 





it right in your store — under 
all conditions. 


We can make this daring offer 
because we KNOW the Howard 
is the most versatile, rugged, 
and best made machine avail- 
able today. Test the Howard 

. test our confidence .. . 
make sure before you buy — 
direct from the factory 


If you should decide to return 
the Howard during the trial 
period — there’s no obligation. 


Take advantage of our faith in 
the Howard . . . WRITE THE 
MANUFACTURER TODAY for a 
two-week FREE trial loan. 
























4445 W. Belmont 
Chicago 41, Ill. 


MACHINE mane ate 
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SELL YOUR SHARE 


transter time 


ship for you at 


ustomers today 


“DOLIN * 
steel transfer files 








COMPLETE 
LINES 





| "G300"'s 


WITH 
NYLON GLIDES 


WITH BALL-BEARING ROLLERS 


FRONT OFFICE LOOK "'500"'s 
WITH EASY ACTION ROLLERS 


“A SIZE TO FIT 
EVERY RECORD" 


PRICED TO MEET YOUR 
DIRECT SELLING COMPETITION! 


COMPLETE INFORMATION AVAILABLE 


SOLVE YOUR CUSTOMERS STORAGE & SPACE 


hat lg DOLIN MOBILE STORAGE 


saat = 30-10% 
a MORE 


sos - RECORDS, 
ait 


oe a ~, SUPPLIES, 


fi STOCK 
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+ 
- 
a 
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- 
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DOLIN MOBILE STORAGE SYSTEM is the NEW stor- 
age technique which adds 30-70% more files, shelves, 
cabinets, etc., without adding floor space. All DOLIN 
files can be equipped for this system. Inquire. 


E> OL EINE METAL PRODUCTS, Inc. 


315-19 LEXINGTON AVE., BROOKLYN 16, N. Y. 
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FOR MISS LATIN’S LETTERS. 


Jeanette Martinez, winner of the ‘Miss 
Latin from Manhattan" talent-beauty contest 
to select a New York representative for the 
Miss Latin America competition to be held in 
Havana, receives a Sheaffer fountain pen and 
pencil ensemble from William Dufford, New 
York sales representative of the Sheaffer Pen 
Co. The contest was held in connection with 
a New York area Spanish language TV pro- 
gram sponsored by Busch Jewelry Co., a 
Sheaffer dealer. 








SANTA is READY. Christmas pre- 
parations for 1958 already are under way at 
Rust Craft Greeting Card Co. Bert Thayer, 
retired 20-year veteran of the firm's art 
department, is shown here playing the role of 
a jolly Santa for artist Veronica “Ivoskus. 
Over 2% billion yuletide cards will be pro- 
duced in the U. S. this year, according to 
Rust Craft estimates. 
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ANCIENT MIMEOGRAPH. epev. 
and Mrs. Paul L. Muder of the First Con- 
gregational Christian Church, New Gloucester, 
Me., produce copies of a weekly ‘Parish 
Visitor’ on a 1904 mimeograph. The machine 
is believed to be the oldest still in use and 
is the A. B. Dick Co.'s first rotary model. 
It is an improvement over an earlier oscil- 
lating model which was rocked back into 
position before the next sheet of paper could 
be fed. 





SECRETARY’S REWARD. ws. Bev. 


erly Pripps is shown receiving her award as 
the Chicago area winner of the contest for 
secretaries conducted by the Executive Furni- 
ture Guild of America. Making the presenta- 
tion of a cash award, writing set and flowers 
is Harlow Mace, past president of the Guild. 
Center is Morton Bodfish, chairman of the 
board and president of First Federal Savings 
and Loan Association of Chicago, for whom 
Mrs. Pripps is executive secretary. 


WS of the NEWS 





bFALLREEE 


ELVIS DRAWS ‘EM. 
Harold D. Gill, right, can't 
seem to find room to break 
into the line which formed 
to purchase tickets for an 
appearance of Elvis Presley 
in Portland, Oregon. The J. 
K. Gill Co., stationery and 
office equipment dealers, 
placed the tickets on sale at 
9:30 a.m., and the line 
which began forming at 4:30 
a.m. was two blocks long 
when the store opened. Ac- 
cording to the company, 
many Elvis Presley scrap- 
books, record albums and 
other items were purchased 
during the ticket sale. 


‘GREEN MOUNTAIN’ 
BOYS. Tricorne hats such 


as these sported by Ernest 
Raasch, left, and David McMil- 
lin, ad and promotion manager 
and sales manager, respectively, 
for the Joseph Dixon Co.'s 
pencil division, were sent to sto- 
tionery dealers all over the na- 
tion to call attention to the 
company's promotion campaign 
for Ticonderoga pencils. The 
hats are symbolic of Ethan 
Allen, leader of the Green 
Mountain Boys during Revolu- 
tionary days, whose picture 
adorns all Ticonderoga ads and 
packages. 
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Enjoy the BEST with 
e 
e NW ‘“V" EXPANSION 
tilt-forward drawer front, 
plus tilt-back follower 
* Gain 20% greater usable 
capacity! Save costly floor 
space! Increase efficiency 
and convenience. Reduce fa- 
tique and wasted energy. 
Modern, handy trigger 
drawer latch. Adjustable 
tension on drawer fronts. 10 
ballbearing roller cradle sus- 
pension. 6 inner rail frame 
construction. Electric and gas 
. Bey- welded integrated box gus- 
ard as set engineering. TOP QUAL- 
est for ITY with TOP  PERFOR- 
Furni- MANCE. Beauty plus Effi- 
esenta- ciency and Dependability. 
lowers REGENT —_ the desk unique _ FIT FOR A KING! All sizes for all purposes in 
Guild. 10 Ballbearing Cradle Suspension on all pedestal drawers ® popular colors. 
of the “V" EXPANSION gives that extra convenience ® Satin Stain- 
avings less Steel top moulding and trim prevent soil of clothing ® 
whom Recessed back panel, and paneled back ® Linoleum, or Texto- - 
lite plastic, tops. © All sizes and pedestal arrangements. ° Write for 
e catalog No. 1157 
* 
NORTHWEST METAL PRODUCTS CO. 
1337 E. Mason St. Green Bay, Wis. 
- - = for more details circle 149 on last page 
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2 lee Ideal for Making — 
at 4:30 Carton Displays erican Language |p 
s long = De lee 
od. Ab @ can Be Carried in 
mpany, Pocket! 4 Pres., Burrows 
scrap- Kutto is the handiest tool ever made for the receiving and shipping oon 
1s and room. Made of heavy quality steel, it will stand a life-time of hard use. 
chased Kutto is now available to you for re-sale purposes . . . contact your 
wholesaler or write us. Postpaid 
Retail Price, 1 Kutto with blade and 5 extra blades in handle... 
each postpaid $1.25 
Wholesale Price, 1 Dozen or more $10.00 per doz. f.o.b. Chicago. 
* 
Snippo 
AIN STRING — 
such . ; ¥ 
‘cu CUTTER 
McMil- MOST UP-TO-DATE 
n 
ctively, © CUT STRING, MORE THAN 100,000 ENTRIES 
’ TWINE OR ROPE 
x Snippo is the ‘safest String cutter on the market . . . it has no (25% MORE THAN ANY DICTIONARY NEAR THE PRICE) 
exposed blade and it is impossible to cut one’s self. Sturdily con- 5 3 
the = — = of heavy steel and is plated to prevent rusting. Retail Price, 896 pages * Over 600 illustrations 
to the . $1.25 
i "WHOLESALE PRICES, F.O.B. CHICAGO ’ 
~ .oe or more, — ; extra oe ST I snianicseceatiiisscosasniionties $9.00 WEBSTER 5 NEW WORLD DICTIONARY 
: liozen Or more, wi SN Ey SIND GENEID - sovaisecsesseniCesnenevicsenevessted 8.50 
Ethan 3 dozen or more, with 5 extra blades, per CIID: rocesceccesocscoscrevencccscesccocy 8.00 OF THE AMERICAN LANGUAGE 
Ree Manufacturers of Precision Cutting Tools CONCISE EDITION 
icture Write for Circulars ¢ a 
beg MODERN SPECI ALTIES COMP ANY Write for liberal discount schedule 
| 4301 W. Ogden Ave. Dept. MS. Chicago 23, Ill. THE WORLD PUBLISHING COMPANY « Cleveland 2, Ohio 
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¢ ipes service wholesaler of | sta- 
tioners’ products is on the march 
all over North America. Reports and 
inquiries to the WSA office daily 
as well as the response encountered 
during six months (approximately 
25,000 miles) of traveling in the 
United States and Canada by the 
WSA secretary reflect this. 

The service wholesaler is on the 
march in improving his services to 
the dealers his salesmen call upon 
and to the manufacturers whose pro- 
ducts he merchandises. He is on the 
march in clarifying the meaning of 
a service wholesaler and sharpening 
the importance and value of his 
functions in the minds of the dealer 
and manufacturer. 

He is on the march in learning 
to work side by side with other ser- 
vice wholesalers and cooperating 
manufacturers in raising the stan- 
dards of their industry to mutual 
benefit of all persons concerned. 

By the term “stationers’ products” 
we define office supplies, like colum- 
nar pads or filing cabinets; school 
supplies, like crayons or school 
boxes; and home supplies like games, 
art goods, gifts, toys, sundries or 
wrapping paper. 

The service wholesaler of station- 
ers’ products is engaged in the dis- 
tribution of a representative line of 
one or more of these classes of sta- 
tioners’ products, operating a ware- 
house, issuing a periodic catalog, 
maintaining a sales promotional de- 
partment and employing salesmen to 
call on the retailers. 

Twelve successive conferences of 
manufacturers and service wholesal- 
ers throughout North America 
within a period of several months 
have produced better understanding 
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AS I SEE IT 


Sy Donald Frey 


between manufacturers and whole- 
salers of each other’s problems along 
with a determination on the part of 
wholesalers to better serve the needs 
of dealers. 

At Boston, Montreal, Chicago, 
Denver, Los Angeles, San Francisco, 
Vancouver, Forth Worth and Cleve- 
land the wholesalers and manufac- 
turers present unanimously recogniz- 
ed a special reason for their attend- 
ance and requested repeating the mer- 
chandising conferences in a few 
months. 

The firms’ representatives all seem 
anxious to do their part in building 
a stronger stationers’ products in- 
dustry. 

The manufacturers in the field are 
also naturally interested in the en- 
largement of the channels through 
which their products must be dis- 
tributed to achieve the profitable 
volume they need. 

The wholesalers are vitally inter- 
ested in seeing increasing support 
and clearer recognition and under- 
standing from suppliers on their 
merchandising and inventory control 
services that they, as WSA service 
wholesalers are rendering to the 
dealers with marked success. 

And both wholesalers and manu- 
facturers are aware that they must 
clearly demonstrate to the dealers 
that their obligations as producers 
and service wholesalers are not com- 
plete until the products move off 
the shelves of the store. 

One speaker at Vancouver said, 
“This effort is not only the best 
help for ourselves, but the best help 
for every fellow in this room—it is 
the best help for hundreds of thou- 
sands of independent retail stores all 
over the continent. And because 
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small independent enterprises are 
the bulwark of democracy, the ef.- 
fort becomes the best help that we 
as business men can give to our 
country. 

“I deem our effort a great and 
true challenge to you and something 
that has long needed doing—to 
build a strong stationers products in- 
dustry of manufacturers, wholesa!ers 
and dealers, united as a team to 
meet successfully any mass merchan- 
diser or discount house that comes 
along the track and to make it our 
unique and powerful contribution to 
the strength of our American econ- 
omy.” 

These conferences have highlight- 
ed six very significant facts. 

1. There are at least 10,000 manu- 
facturers of office, school or home 
supply items that are applicable. 

2. At least 6,000 firms act as 
wholesalers of these products. 

3. There are about 400,000 retail 
outlets for these products when you 
add together the stationery, depart- 
ment, variety, gift, art and drug 
stores, along with some news stands 
and a few other outlets. 

4. The annual retail sales of these 
products will aggregate about 10 bil- 
lion dollars. 

5. The demands for these station- 
ers’ products are growing much 
faster than for other types of pro- 
ducts for many reasons: in office 
supplies because the proportion of 
office workers is growing, in school 
supplies because the number of stu- 
dents is increasing with a leaping 
birth rate, in home supplies because 
the leisure time of the American 
citizen is growing. 

6. The many small independent 

(Continued on page 68) 
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we've hundreds 
of uses for 
















For faster code and price 
marking, inventory control, 
bin and shelf marking — for 
every type of retail labeling, 
Avery Kum-Kleen is Amer- 
ica’s most convenient label. 
Sticks to glass, plastic, metal, 
paper or wood...no moistening, 
mess or fuss—on at the touch 
of a finger. Easily removed 
...self-adhesive Avery Labels 
save time and money. At sta- 
tionery stores everywhere. 


SEND FOR MORE INFORMATION AND FREE SAMPLES 


AVERY ADHESIVE 
LABEL CORP., 
Dealer Div. 116 











117 Liberty St., company. 

New York 6 

608 S. Dearborn St. 

Chicago 5 : address. 

Monrovia, Calif. city. state 





! 
! 
' 
' 
' 
' 
1616 S. California Ave., 
' 
‘ 
| 
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Schwab 
Sells 


Protection 


There is sales 
Strength in this 
product. Illustrat- 
ed is their Under- 
writer’s labeled 
Class C-T20 Model 
1850, equipped 
with full size letter 
drawer, 3 x 5 card 
drawer units, re- 
movable cash tray 
unit, and the Mer- 
cantile Bank H in- 
surance rated Bur- 
glar Chest. 








The inside dimensions 
of the above safe are 
175" wide, 50” 
high, and 18¥,” 
deep. Schwab offers 
200 standard models 
in different sizes, all 
equipped with the 
Underwriter's A, 8B, 
or C fire label, T-20 
burglar label, and 
the Underwriter's re- 
locking device label. 








The Schwab Safe Company 


LAFAYETTE INDIANA 











Tablecovers and Cups Do Double-Duty to Bring 
You Two Complete New Ensembles! 


“HAPPY NEW YEAR” 
& 

“PARTYTIME 

BIRTHDAY” 





SAVES INVENTORY! 


Both of these colorful, sparkling new ensembles 
utilize the same Tablecovers and Cups. Yet 
each has its own Plate and Luncheon and 
Cocktail Napkins! Here's flexibility in inven- 
tory that will add to your profit, especially 
for your New Year's Party trade! Still time 
to order your supply now! 


SPEEDS TURNOVER! 
Gay and festive in red 
yellow, turquoise, 
and royal blue! 


Paper Art Company, Inc. * 25 yrs. in America’s finest stores 
3500 North Arlington Avenue, Indi lis 18, Indi 


Pp 





@ Please send your new Fall and Christmas Catalog Supplement. 


Store Name 








City State 





Address 
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bebe 


“see-at-a-glance” 
LIFETIME MAGAZINE BINDER COVER 








PUT THE 
MAGAZINE IN, 
TAKE THE 

GUESSWORK OUT 


FINEST quality heavy-duty magazine binders. “Picture window” 
front of clear, semi-rigid Vinylite displays magazine cover. RIGID, 
FIRM backbone and back cover of top-quality binder board sealed 
between 2 layers of Spanish crush grain Vinylite. Colors, Navy or 
Flame Red. Scuff-proof, wipes clean. Wire-O metal rod makes 
quick, easy insertion. Order by magazine height. Wonderful for 
telephone book covers (to %4” thick). 











Cat. + Max. Mag. Ht. Price 
Quantity discount: a Ba = s = = 
5% on 1 doz. #120C 1042” $1.65 ea. 
10% on 3 doz. or more #120D 11%” $1.80 ea. 

#120E Fg $1.95 ea. 
Write for catalog #120F 13” $2.20 ea. 
or see your jobber. #1206 14” $2.40 ea. 





Dealers net prices shown. 


F fps COMPANY 


‘ Flushing 58, N.Y. 


a 1N Tie 


? 
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TV ADVERTISING... 


(Continued from page 31) 
trained to do a creditable job in the 
advertising end of his operation. 
There is so much to crowd into 
each commercial that every word be- 
comes important if the message is 
to be communicated to the listener. 
And the connotation of each word 
must be exactly right, for it is dan- 
gerous to the retailer if his com- 
mercials are ambiguous in any way. 

“We found, too,’ Mr. Bashaw 
continues, “that the agency was a 
great help in solving the problems 
involved in setting up camera shots 
and angles.” 

For example, one problem that 
plagues the retailer who goes on a 
small television station is loss and 
wear and tear of merchandise to be 
used as props. A solution to this, as 
worked out by Mr. Bashaw and the 
agency, was to minimize the number 
of items used. In the office gift cate- 
gory, for example, the merchandise 
chosen for promotion was arranged 


on a desk and photographed. This 





photo was then shown by the cam- 
era, together with the store signa- 
ture. 

In the pen category, just one pen 
was used as the announcer illustrated 
how easy today’s models are to fill. 


Only one model typewriter was 
shown. Imprinted Christmas greet- 
ings were illustrated from several of 
last year’s catalogs, taking care to 
keep the shot general enough so that 
viewers would not select a specific 
card that was unavailable. 

All commercials were general in 
content, stressing the large selection 
in the category to be found at Pouns- 
ford’s. By backing up this television 
activity with a newspaper ad to 
launch it, and window and in-store 
tie-in displays, the impact of the 
series was further increased. 


AS ISEEIT... 


(Continued from page 66) 
enterprises doing the major share 
of this work of producing and dis- 
tributing these products desperately 
need to be brought together coop- 


eratively by some cohesive force: to 
raise standards of marketing, to under. 
stand their operating costs, to improve 
merchandising programs. 

In this connection, a manual ep. 
titled “Marketing Stationers’ Pro. 
ducts” is proposed for publication 
December 1, 1957. It will contain 
a directory of all firms claiming to 
be service wholesalers of one class 
or more of stationers’ products. 

The manual will contain specific 
data on the number of salesmen 
each firm employs, amount of 
warehouse space, type of merchan- 
dising services it can perform and 
the territory covered. It will show 
operating ratios in the industry and 
point up the need for adequate mar. 
gin if wholesalers are to perform 
merchandising services which will 
be expected. 

It is believed that this manual can 
help establish the service wholesaler 
in his rightful position in the indus- 
try. Over 400 wholesalers have al- 
ready supplied to the WSA office 
the data needed for the manual. 





TE. V of of) 


CONVALESCENT 
ENGAGEMENT 
FRIENDSHIP 
CHRISTMAS 





TENPAK 












Winner 
j in the 4th 
National 
VY Lithographic 
Awards 


ENCORES, INC. 3280 Broadway, New York 27. AU 3-6100 competition 


SHOWROOM 225 Fifth Avenue, Rm. 621, New York. MU'6-8932 : " ce 


AND NOW—Exciting, new 25c cards! 
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_ ONCE THEY START using Acco Fasteners your customers 
| will go on using them forever—forever building your sales. 
| So Acco brought out the TENPAK — 10 Accy Fasteners 
| #12 or #22 on a card — ideal for self-service counter 
| display, ideal for introducing Acco Fasteners to more usefs 

— spreading your market, building your business. Try 


a box of 10 cards (100 Fasteners) and watch em GO! 


- ACCO PRODUCTS 


A Division of NATSER Corporation 


OGDENSBURG, NEW YORK 
In Canada: Acco Canadian Co., Ltd., Toronto 
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Hundreds of millions of seamless Site 


“live rubber’ bands are sold every year 





by leading stationers because they are 





superior in quality and 





are 





sold only through dealers! 











Louis Melind, Co. 


NG. ikke ccs cea’: os 3524 North Clark Street 
BOER . 6.0 0 Rae ss cod Rese 714 North St. Paul Street 
Be ANGELES. i. wna cess 5254 Alhambra Avenue 








BEST-TEST is nationally advertised 
and nationally used for every past- 
ing and mounting purpose — it 
makes pasting a pleasure! 

BEST-TEST is clean — speedily ap- 
plied — will not curl, shrink or 


wrinkle paper. Stocked by leading 
distributors everywhere. 

UNION 

RUBBER & 


TRENTON, 
AND ACCEssop, 
ES 
~ Real Adhesive 
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TESTRITE’S “SEERITE” magnifiers f 


Cotesty ground and polished 
glass lenses. The unique green 
metal display stand makes 
sales easy. Each reader at- 
tractively packaged in a Weare 
scarlet and grey bor 
























No. 735/10 
GROUP 

CONTAINS 
2-214" Readers List $1.75 ea. $3.50 
2-3" Readers List 2.25 ea. 4.50 
2-31." Readers List 2.75 ea. 5.50 
2-4" Readers List 3.25 ea. 6.50 
2-414" Readers List 4.50 ec. 9 


TOTAL RESALE VALUE $29.00 
One $2.00 Display Stand Free with 
Each Assortment 
PRICE TO DEALER — $17.40 
Open Stocks Available Less 40% 


TESTRITE INSTRUMENT CO. 


135 Monroe St., Newark 5, N. J. 
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Outsells Ul! 


MORE STOCK TURNS 
PER YEAR WITH 


* 








Snap-On Cord Coiler 
= We guarantee: If they’re 

in sight, they’ll sell! 
HUFF CO., Maritime Bidg., Seattle 4, Wash. 

In Canada: Huff Canadian Sales Co. 

1043 G ille St., V , B.C. 
ORDER FROM YOUR WHOLESALER 





for more details circle 136 on last page 








Popular-Priced 
**Clean-U p”’ Gift! 





Weldon Roberts Jet Erasers. Sell as perfect gift 
match-mates to writing mater‘als: with greet- 
ing cards, too, for correcting addressing 
mistakes. Attractive transparent plas- 
tic holder; red, gray or green 5 
quality rubber cores re- — 
spectively erase pen- 
cil, ink and ball- 
point writing. 
ORDER TODAY! 
WELDON ROBERTS 
RUBBER CO. 
365 Sixth Ave., 
Newark 7, N. J. 


World’s Foremost 
Eraser Specialists - 


- - = for more details circle 152 on last page 










Pocket Clip Style 
for General Use 
Whisk Brush Style 
for Typists 


Waldon Rotel 
Enanwv 


Correct Mistakes in Any Language 





Oct. 14-20 — National Bible Week 


Oct. 18-20 — Wholesale Stationers’ Assn. 
Eastern Conference, Shawnee-on-Dela- 
ware, Pa. 


Oct. 26-29 — First Annual Eastern Com- 
mercial Stationery Show, New York 
Trade Show Building, New York City. 


Oct. 28-Nov. 1 — National Business 
Show, New York Coliseum, New York 
City. 


Oct. 31 — Halloween 
Nov. 10-16 — American Education Week. 


Nov. 11 — Veterans’ Day (Formerly 
Armistice Day). 


Nov. 25-29 — Know Your America 
Week. 


Nov. 28-Dec. 25 — Worldwide 
Reading Month. 


Nov. 28 — Thanksgiving Day. 


Bible 


Dec. 18 — Channukah — Jewish Feast of 
Lights. 


Dec. 25 — Christmas Day. 


1958 
Jan. 19-24 — California Gift Show, 
Ambassador and Biltmore Hotels, 
Merchandise Mart, Los Angeles. 


Jan. 26-29 — Washington Gift Show, 
Hotel Willard, Washington, D. C. 


Feb. 2-13 — Chicago Gift Show, La- 
Salle Hotel and Palmer House, Chi- 
cago. 


Feb. 16-19 — “Cotton States” Gift, 
Jewelry & Stationery Show, Peabody 
Hotel, Memphis. 


Feb. 23-28 — New York Gift Show, 
Hotel New Yorker and Trade Show 
Building, New York City. 








CLASSIFIED ADVERTISEMENTS 


Deadline for classified advertisements is the fifteenth of the 2nd month 
preceding the month in which the magazine is issued. RATES: 20c a word. 
Minimum Order: $4.50. Names and address are to be included in the count. 
Initials or sets of figures are to be counted as one word. 











HELP WANTED 





Midwest, Southwest and West Coast man- 
ufacturer’s representatives for weil estab- 
lished firm making top quality line of 
Gift and Stationery leather goods. Backed 
by New York Showroom. Fully protected 
territories. Mention lines now carried and 
length of experience in first letter. Liberal 
commission. Box 146, Modern Stationer 
and Office Equipment Dealer, 405 East 
Superior Street, Duluth 2, Minnesota. tf 





REPEAT SIDELINE 
NATIONALLY ADVERTISED, NON- 
CONFLICTING SIDELINE TO MEN 
NOW COVERING STATIONERS, SUPER 
MARKETS OR PAPER AND T 

LIGHTWEIGHT 

ON GENEROUS C 
SION BASIS. WRITE LINES CARRIED, 
TERRITORY, ETC. Box 160, Modern 
Stationer and Office Equipment Dealer, 
405 East Superior Street, Duluth 2, 
Minnesota. 11-57 





SALESMEN — with good department 
store connections. Carry Christmas and 
Everyday boxed greeting cards, as ad- 
ditional line — large volume potential. 
Box 158, Modern Stationer and Office 
Equipment Dealer, 405 East Superior 
Street, Duluth 2, Minnesota. 11-57 





WANTED 
FIELD REPRESENTATIVES TO COVER 
SOUTHERN STATES, ROCKY MT. 
AREA, NEW ENGLAND STATES, and 
MID-WEST area. Commission basis, fine 
dictating machine line. Give full details 


of states covered, number of trips 
yearly, lines now handled. Present es- 
tablished business goes with territory. 
Box 162, Modern Stationer and Office 
Equipment Dealer, 405 East Superior 
Street, Duluth 2, Minnesota. 12-57 





MANAGER - COMMERCIAL STATION- 
ERY DEPARTMENT—Write stating de- 
tails of previous a and ex- 
perience in this field. Also state age 
and salary requirement. Japs-Olson Co., 
417 S. 7th St., Minneapolis 15, Minne- 
sota. 11-57 


70 


YOUR TERRITORY IS OPEN FOR OUR 
EXCLUSIVE LEEDALL COPI-MATE 
DOUBLE-PACK TYPEWRITER RIB- 
BONS AND CARBON PAPERS. NEW 
MERCHANDISING APPROACH EVERY 
STATIONER WILL WELCOME. WRITE 
TODAY. Box 159, Modern Stationer and 
Office Equipment Dealer, 405 East Su- 
perior treet, Duluth 2, ae. 








“WANTED” 


MANUFACTURERS’ SALES AGENTS 
Now calling on the School Municipal, 
and Stationery Trade to be exclusive 
sales representatives for volume na- 
tionally advertised line of low priced 
ball point pens. Send full details 
about yourself in first letter. 


TOP COMMISSION PAID 
THE ELGIN PEN COMPANY 
212 Mission Street, San Francisco, 
Calif, EXbrook 2-5288 














POSITIONS WANTED 





Designer 10 years experience decorative 
packaging, wrapping papers, greeting 
cards, etc., available for several addi- 
tional accounts. Would consider interest- 
ing inside proposition. Box 161, Modern 
Stationer and Office Equipment Dealer, 
405 East Superior Street, Duluth 2, 
Minnesota. 11-57 





Mr. Manufacturer! West Coast sales 
agency wants goods for stationery job- 
bers and department stores. Box 163, 
Modern Stationer and Office Equipment 
Dealer, 405 East Superior Street, Duluth 
2, Minnesota. 12-57 


March 2-5 — Wholesale Stationers’ Assn © 
convention and trade show, Hotel 
Yorker and N. Y. Trade Show Building, 7 
New York City. 


Mar. 21-22 — District 5, NSOEA, meet. 
ing, The Greenbrier, White Sulphur! 
Springs, W. Va. ; 


March 28-31 — National Office Furnj. : 


ture Assn. convention and exhibit, Shera. © 
- Hotel and Convention Hall, Philadel. 
phia. 


April 10-11 — District 9, NSOEA, meet. © 


ing, Jung Hotel, New Orleans, La. 
April 13-19 — Brand Names Week. 


April 18-19 — District 4, NSOEA, meet. 
ing, Peabody Hotel, Memphis, Tenn. 
May 2-3 — District 14, NSOEA, meet. 


ing, Hotel Westward Ho, Phoenix, 
Ariz. 


May 8-9 — District 11, NSOEA, meeting 
Sun Valley, Idaho. 

May 12-13 — District 12, NSOEA, meet- 
ing, Hotel Ahwahnee, Yosemite, Calif. 

May 16-17 — District 10, NSOEA, meet. 
ing, Cosmopolitan Hotel, Denver, Colo, 

May 22-23 — District 8, NSOEA, meet- 
ing, Western Hills Lodge, Sequoyah 
State Park, Wagoner, Okla. 

May 26-27 — District 6, NSOEA, meet 
ing, Nippersink Manor, Genoa City, 
Wisc. 

June 2-3 — District 7, NSOEA, meeting 
Hotel Leamington, Minneapolis, Minn. 

June 9-10 — District 3, NSOEA, meet- 
ing, Cavalier Hotel, Virginia Beach, Va. 

June 13-14 — District 2, NSOEA, meet- 
ing, Scaroon Manor, Schroon Lake, N.Y, 

June 16-17 — District 13, NSOEA, meet- 
ing, Grossinger Country Club, Gross 
inger, N. Y. 

June 23-24 — District 1, NSOEA, meet- 
ing, Equinox House, Manchester, Vt. 

June 29-July 2 — National Office Ma 


chine Dealers Assn. convention and ex 
hibit, Schroeder Hotel, Milwaukee. 
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Fine Leather Desk Sets 
Pads and Accessories 





CATALOGUE NO. 56 
ON REQUEST 


Stationers Specialty Corporation 
19 W. 21st St. New York 10, N. Y. 
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ADVERTISED PRODUCTS 
ji Acco Products, Inc. — fasteners —~ page 
ries token Ca. ~~ share Satioes <= Sapa 
w None, ©. by Co, — td tabbing — 


wr foes Wood, Speciation, tc. — see 

drafting table — page 52. 

105 Anco Wood Specialties, Inc. — wood 
drofting table — page 56. 

ee Se eee 


4 Columbia Ribbon & Carbon Mig. Co., 
Inc. — ribbons, carbons — page 43. 


page 50. 

117 C-Th-w Ruler Co. — rulers, triangles, etc. 
— page 53. 

1 Cushman & Denison Mig. Co. — key 
drawer — page 57. 

We Dezor Mig. Corp. — desk and table 

lomps — page 45. 


2nd cover. 


charts, tables — page 60, 

122 Dennison Mfg. Co. — addressing labels 
— page 53. 

123 Dixon, The Joseph, Crucible Co. — pen- 
cils — 3rd cover. 

124 Dome Publishing Co., Inc. — bookkeep- 
ing record — page 18. 


60. 


— 4th cover. 
17 Encores, Inc. — greeting cards — page 
68. 



















Wi Gieftint Mig. Co., The —- oll coler ovt- | 


ten Gis Ga os glass furniture : 
tops — 
12] Delbridge Calculating Pages inc. — | 


125 Ed-U-Cards Mfg. Corp. — children's | 
games — page ; 
1% Ellingsworth Mfg. Co. — loose-leaf covers | 


1M Fisher Pen Co. — pen refill — page | 
10. 


ai or Nig gala 


sie teeen os; Mok office chair — 
page 61. 

16 Saas nd CS et pees — 
page 15. 

pagans Seley” agian teen-age rec- 


134 Higgins Ink Co., inc. — drawing inks 
—— page 59. 

135 Howard Stamping Machine Co. — im- 
printing machine — page 63. 

136 Huff Co. — cord coller — page 69. 

aw ae 


page 60. 
sone sag iidie’ Co. — im- 
printing machine — page 4. 


139 
140 
141 
142 


143 


147 


Leedall Products Mfg. Co., Inc. — type- 
writer ribbon — page 14, 

Lindy Pen Co., inc. — ball point pen — 
page 44, 

Listo Pencil Corp. — marking pencils — 
page 54, 

Little, George F., Mgmt. — Chicago 
Gift Show — page 47. 

Melind, Lovis, Co. — rubber bands — 
page 69. 

Merriam, G. & C., Co. — dictionary — 
page 41. 

Modern Specialties Co. — carfon open- 
er, string cutter — page 65. 


Morris, Bert M., Co. — desk accessories 
— page 20. 


Norcross, Inc. — religious greeting cards 
— page 7. 
(Continued on other side) 
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Tell-Me-More Dept. Business Name 
Please print or Street 
type information City State Zone 
New Products: 1 2 3 4 5 6 7 8 9 10 
VW 12 13 14 15 16 17 18 19 20 21 22 
23 24 25 26 27 28 29 30 3 32 33 «4 
35 3% 37 38 39 40 41 42 43 a4 45 46 
a7 ; 
Advertised Products: 101 102 103 104 105 106 107 108 
109 110 WI 112 113 114 115 116 117 118 
119 120 121 122 123 124 125 126 127 128 
129 130 131 132 133 134 135 136 137 138 
139 140 141 142 143 144 145 146 147 148 
149 150 151 152 153 154 155 156 157 58 
se 160 161 162 163 164 165 166 167 168 
Note: Inquiries for items not serviced beyond December 15, 1957 
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MODERN STATIONER None Position 


Tell-Me-More Dept. 
Please print or 
type information 


Street 
City 








Business Name 











































New 3 
W 12 13 14 15 
23 24 25 26 27 


39 





101 102 
109 110 1 112 
119 120 121 122 
129 130 133 132 
139 140 141 142 
149 150 51 152 


161 162 













4 
16 
28 
40 


103 
113 
123 
133 
143 
153 
163 


Note: Inquiries for iems not serviced beyond December 15, 1957. 


5 


7 18 19 20 2) 
29 30 31 32 33 


4) 


104 


114 115 116 7 
124 125 126 127 
134 135 136 137 
144 145 146 147 
154 155 156 157 


164 




























SF 148 North American Van Lines, inc. — 





154 Soles Record Publishing Co. — dally 
record book — page 22. 

155 Saxon Paper Corp. — typewriter paper 
— page 39. 



















TELL-ME-MORE DEPT. 





MODERN STATIONER 


405 EAST SUPERIOR STREET 
DULUTH 2, MINNESOTA 











DEPT. 


MODERN STATIONER 


405 BAST SUPERIOR STREET 











BUSINESS REPLY ENVELOPE 


FIRST CLASS PERMIT NO. 665. SEC. 34.9. P.L.GR., DULUTH, MINN. 


BUSINESS REPLY ENVELOPE 


FIRST CLASS PERMIT NO. 665. SEC. 34.9. P.L.GR., DULUTH, MINN. 


156 Schwab Sofe Co., The — burgior chest 
— page 67. 

157 Seneca Novelty Co., Inc. — rulers — 
page 40. 

158 Smith, & Errett, inc. — bridge table 


cover — page 9. 
159 Smith, The S$. K., Co. — teen-age ac- 
cessories 


— page 51. 
160 Testrite instrument Co. — magnifiers — 
page 69. 
161 Union Rubber & Asbestos Co. — paper 


cement — page 69. 
162 Van Valkenburg, 1. D., Co, — clips — 


page 44. 

163 Victory Mfg. Corp. — games and ac- 
cessories — page 59. 

164 Weber, F., Co. — painting outfits — 


page 48. 
165 World Publishing Co. — dictionary — 
page 65. 


' ecessary 
If Mailed in the 
United States 























166 Write, inc. — carbons, ribbons — 
50. ; 


167 Dolin Metol Prod., Inc, — tronsfer 
— page 63. Rs 


Gift Wrap Displays 
Plastic Moistening Bottle 
Bottom Stapler 


1 
2 
3 
a 
5 Chalkboard Greeting Cards 
6 
7 
8 
9 Records System 


18 Parcel Post Scale 

19 Record Christmas Card 
20 Wrapping Tissues 

21 Electric Typewriter 
Cutier and Perforator 
Swing-Arm Lamps 
Sorting Tray 
Waterless Hand Cleaner 
Display Unit 

Leather Accessories 
Pen With Stationery 
New Game 

Accounting Machine 
Office Furniture 
Crayon Holder 

Date Bank 

Note Cards 

Flip Reminder 





Desk Nameplate 
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Mr. William P. Madgwick, 

Office Methods Department Manager 
for the Taylor Instrument Cos., says: 
“Precision is the password at Taylor. 
Our weather and temperature instru- 
ments must perform with scientific 
accuracy. In selecting writing instruments 
for our use, we naturally chose Dixon 
Ticonderoga pencils , . . because they're 
precision-engineered to ensure smooth, 
crisp strokes, faster writing!” 





Six DOZEN 


TAYLOR takes an accurate attitude toward instruments... 


that’s why they use Dixon Ticonderoga pencils! 


You'll find Dixon Ticonderoga and other 
Dixon products instrumental in helping 
you obtain more high level, high profit 
business. For more orders from big 
business, order Dixon Ticonderoga and 
other Dixon products. 


TICONDEROGA 
-..@ famous name in American History 


DIXON TICONDEROGA 
. . a famous pencil in American Industry 


1388 B35 <5. 


TICONDEROGA 


A good product is your best selling tool .. . this package contains the best! 


Pencils Sales Division (TMS-11). The Joseph Dixon Crucible Company, Jersey City 3, N. J. 


DIXON PENCIL CO., LTD. Newmarket, Canada 


- - - for more details circle 123 on page 71 





LIGHT BLUE 


OARK BLUE 





DUO-TANG a= 


LOOSE-LEAF COVERS 


; 


BLACK 


YOU SELL MORE COVERS 
WHEN YOU SELL 


*The ORIGINAL 
Loose-Leaf Cover with 
Built-in Fasteners 


Here they are—the ‘‘cream of the crop”’ 
of loose-leaf covers—DUO-TANG. These 
distinctive, popular creations provide a 
real combination of color and quality, 
plenty of natural consumer appeal with- 
out premium price. 
With the most complete range of colors 
and materials of any loose-leaf cover line, 
DUO-TANG offers your customers a wide 
selection for all their loose-leaf problems. 
Simple briefs—elaborate presentations— 
utility covers—fancy covers—catalog 
covers—instruction manual covers. All Clengewvorllt MC. ot oF 
at down-to-earth prices. 
Contact us and let us show you how this 
“imitated but never duplicated” cover can 
play a great part in your sales picture. 


200 South Peoria Street, Chicago 7, Illinois 


- - - for more details circle 126 on page 7? 








